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Left: Oak 
Street Beach. 
Looking south 
toward the 
Loop. Navy 
Pier can be 
glimpsed at the 
extreme left. 
This photo- 
cng 
rom a point 


almost directly South entrance to Lincoln Park. 
above the Home 


Office of the Sheltered lagoon and outer drive 
Illinois Life. in background. 
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Looking Well 








CHICAGO can boast of Sg ea in igo —_. 
1e acht larbor wit municipa 
beauty. A skyline of imposing splendor. golf comes in the foreground. ? 








Twenty-six miles of shoreline. Lake Michigan 

for a front-yard. A boulevard system second [a pe _ | | 
to none in the world. An area of 6,446 acres 
given over to parks within the city limits. 


Quaint old neighborhoods nestling under the 


shadows of modern skyscraper apartments. 





Quiet tree-lined avenues. Roaring paths of 
traflic. A strange mixture of the old and the 
new. In spite of a breath-taking rate of 











growth, Chicago recognizes the economic 


77 





worth of “good personal appearance, 


“Cliff dwellers!” Apartment homes | | 
facing Lake Michigan. This view 1 
looks south from Lincoln Park to- | 
ward Chicago's famous “Gold Coast.” 
| 








ILLINOIS LIFE INSURANCE CO. 
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ILLINOIS LIFE BUILDING CHICAGO 1212 LAKE SHORE DRIVE Ee CHICAGO —~+ 
Raymond W. Stevens, President A Good Place to Live 

A Good Place to Work 
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Family Income Plans 


Annuities Endowments 
Business 
Insurance 

Investment. insurance. 

A policy to fit every life insurance need. 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


FORT WAYNE,INDIANA 
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THE LINCOLN NATIONAL LIFE 


INSURANCE COMPANY, 
FORT WAYNE, IND. 





True to the name of Lincoln 





Even 


_ Indiana Compulsory 
Deposit Law guarantees 
cyholders of The Lincolre 
tional Life Insurance 

, Ft.Wayne, Ind. 


4 
1930 
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witeiincoln National Life 
wsurance Compan 
fort Wayne,/nd. 





The Lincoln National Life Insurance Company 
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Samuel Wesley Goss 


Wice-President and Superintendent of Agents 
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Investment Man 
Has Sound Advice 


Counsels Companies Against Tying 
Up Funds in Long Term 
Securities 


SUGGESTS TWO COURSES 


Expert Sees Some Chance for Profit 
on Real Estate—Has Confidence 
in Country 


NEW YORK, June 25.—The finan- 
cial situation existing at the beginning 
of this century offers a significant and 
valuable parallel to that facing life in- 
surance investment officials today, in 
the opinion of one of the outstanding 
investment executives of the country. 

“In 1901,” this authority said, “inter- 
est returns were low and few actuaries 
believed that they wouldn’t stay that 
way. Leading actuaries believed that 
life insurance companies, at least for 
new issues, should adopt a 3 percent 
reserve basis. There were only two or 
three who took the position that money 
is a commodity and that demand for it 
would result in a fluctuating interest 
rate, which opinion has proved correct 
since that time. 

Gives Word of Advice 


“Investment officials of life companies 
should profit by the example of 1901 
conditions and not tie up their funds in 
long term securities, which may be 
bought on a much more favorable basis 
later on. I recall an instance during 
the early part of the century, when life 
companies bought largely of an issue of 
a certain railroad’s bonds at about 3.40 
percent interest and maturing in 100 
years. They bought at 105 and the 
bonds subsequently sold between 70 and 
80. 

“I should suggest two courses in the 
buying of securities under present con- 
ditions. The first is to buy second grade 
securities if the purchaser has sufficient 
confidence in the earning power of the 
company issuing them. Quotations on 
these are such that they may be bought 
on a 5 to 6 percent basis. 


Railroad Bonds Good 


“For instance Missouri Pacific 5 per- 
cent bonds, due in 1981, which were 
floated not long ago by Kuhn, Loeb and 
J. P. Morgan & Co., were offered at 95. 
Recently they sold as low as 76% and 
today they are at 82. They should be 
good under normal conditions and at 82 
they can be bought on a 6 percent basis. 

“An increase in railroad rates will do 
much toward restoring confidence in this 
type of security, and it seems as though 
the Interstate Commerce Commission 
cannot reasonably refuse to allow rate 
increases, in view of the degree to which 
railroads have been restricted. 

“The second course is to purchase the 
best grade of short term investments 
with not more than ten years to run. 





Disability Panic of East 


Is Not Shared in West 





While eastern executives are express- 
ing the greatest consternation as to dis- 
ability, few of the western companies ap- 
pear to be more than merely interested 
in the problem. A safe guess is that 
if a poll were taken of western com- 
panies, the majority would favor con- 
tinuing the disability clause in its pres- 
ent form although there are some nearly 
as panicky as in the east. Many west- 
ern companies are making money on 
disability and few companies are 
alarmed at their losses. 

It was significant that at the annual 
meeting of the American Institute of 
Actuaries in Minneapolis, disability was 
not discussed. The absence of this 
topic caused comment from representa- 
tives of eastern companies, who were 
in attendance. Although a few western 
companies are greatly in favor of modi- 
fication of the disability clause, the ab- 
sence of discussion of the problem at 
the Minneapolis meeting would indicate 
that most of the companies are compla- 
cent about it. 


Why Experience Is Favorable 


One reason for favorable disability ex- 
perience among western companies is 
undoubtedly that those companies have 
not shared so extensively in the jumbo 
lines on persons engaged in speculative 
enterprises as the eastern carriers. The 
heavy drain on surplus because of dis- 
ability has come from those clajmants 
who can retire comfortably and even 
luxuriously on disability benefits. That 
sort of man is much more likely to be 
insured in the large eastern companies 
than in the average western company. 
It is the payments running in the neigh- 
borhood of $1,000 a month or more 
which are causing panic in eastern of- 
fices, but liability under the disability 
clause for this amount is rare in the 
west. 

Probably the western companies were 
more cautious in their disability under- 
writing than were the eastern compa- 
nies. Because of their smaller size, the 
executives of western companies are 
likely to have a more complete knowl- 
edge of developments and tendencies in 
their companies than are the depart- 
mentalized executives of eastern com- 
panies. The business of western com- 
panies is probably nursed better than 





= 





This is the present tendency among life 
companies and other corporations. It 
will continue until there is a distinct im- 
provement in the business situation, a 
greater demand for money, an improv- 
ing general outlook and feeling of con- 
fidence which is, of course, prerequisite 
to a return of normal conditions. 


Takes Up Mortgage Situation 


“As to the mortgage situation gen- 
erally, many life insurance companies 
have found themselves restricted in their 
investments by reason of heavy demands 
on their funds for policy loans, sur- 
render values and other claims simul- 
taneous with reduction of income from 
investments, not necessarily due to the 
fact that the investments are not in good 

(CONTINUED ON PAGE 26) 


that of the average eastern carrier. 

In the adjustment of disability losses, 
western companies are probably more 
zealous and have the facilities for check- 
ing up more closely on claimants. Much 
detective work is done in the west, with 
officials of a company often going in the 
field to expose a suspected beneficiary 
of disability payments as working at a 
task, which he pretended he was unable 
to do. Suspicious claims stick up like 
sore thumbs in moderate sized compa- 
nies, every one from the president down 
being acquainted with them and every 
one interested in clearing them up. In 
the east, fictitious claims are likely to 
be a matter of average, of tendency and 
are dealt with in the mass. 

The suggestion has been made that 
if the eastern companies greatly modify 
the disability clause, there will be a se- 
lection against the western companies. 
This is based on the theory that some 
of the western companies are too 
“cocky” about their disability experience 
and that they will fall prey to persons 
in the market for disability insurance 
as a pension scheme, who are causing 
so much concern to the eastern com- 
panies, and whom it is desired to elim- 
inate by revising the disability clause. 

Others believe that western companies 





will feel the woes of disability in fu- | 


ture years. 
ing to this theory, which wrote disability 
on the mass production basis were 
bound to suffer almost from the start, 
while in the smaller companies, bad 
spots are likely to develop sporadically 
and in later years. 

There has not been much disability 
written by western companies for more 
than $25,000 and policies in that class 
are rare. Although figures are not avail- 
able, it is the general opinion that the 
bad disability experience develops in 
amounts above $25,000. 








Here Is a Way to Meet 
Day’s “Show Me” Spirit 





The “show me” spirit is not re- 
stricted to Missourians these days 
and life underwriters must prove 
that life insurance really pays if 
they expect to write a large vol- 
ume of business. The Life Pay- 
ment Number, which will be sent 
free to all National Undewriter 
subscribers the latter part of July, 
is the best evidence in the world 
that life insurance pays. It shows 
the individual death claims paid 
by life companies in 1930 with 
totals by cities, states and for the 
nation. It makes an excellent 
sales document and managers and 
general agents should furnish 
their men with free copies. On 
page 7 of this issue is a handy 
blank for ordering extra copies. 
Send your order in today and get 
your men copies of the most 
effective visual sales book pub- 
lished in 1931. 


Those companies, accord- | 














Form Committee 
on Rail Securities 


Duffield of Metropolitan Heads 
Emergency Organization to 
Aid Railroads 


LARGE POTENTIALITIES 


Lower Earnings of Public Carriers De- 
mands Rate Increase, Threatens 
Bonds Held by Life Companies 


NEW YORK, June 29.—Representa- 
tives of prominent life companies and 
mutual savings banks from various parts 
of the country chose E. D. Duffield, 
president of the Prudential, chairman of 
an “emergency committee on railroad 
investments of life insurance companies 
and savings banks,” at a mecting here. 

The purpose of organizing the com- 
mittee is to in the betterment 
of railroad conditions and thereby to 
conserve the railroad security invest- 
ments of these fiduciary institutions.” 

Purpose of Committee 


“assist 


“It was determined to present the 
viewpoint of these institutions as to the 
need for additional revenues to the inter- 
State commerce commission through a 
petition to be filed at an early date,” 
leaders stated. “All life insurance com- 
panies and mutual savings banks in the 
country will be invited to associate 
themselves with the committee.” 

Other officers of the committee are: 
Treasurer, P. A. Benson, treasurer Dime 
Savings Bank, Brooklyn, and secretary, 
Henry Bruere, president Bowery Sav- 
ings Bank. 

It is estimated that of the approxi- 
mately $20,000,000,000 railroad securities 
outstanding, life insurance companies 
and savings banks hold about $4,500,- 
000,000, of which life companies hold 
slightly more than $3,000,000,000, 


Large Representation 


Close to 75 percent of the life com- 
panies and savings banks holding this 
$4,500,000,000 and eligible for represen- 
tation at this meeting was represented 
either in person or by letter. Life com- 
panies sending personal representatives 
included the Metropolitan, Prudential, 
New York Life, Mutual of New York, 
Aetna Life, Massachusetts Mutual, New 
England Mutual and State Mutual. 

While life companies normally are not 
so much interested in the quotations at 
which railroad securities are sold, it is 
obvious that they would be greatly con- 
cerned if rail earnings should fall so 
low that the roads would be forced to 
default interest payments on bonds. In 
such case, companies would have to 
carry these securities at their market 
value instead of amortized value, and the 
lowered market value which would 
naturally result would necessitate a 
heavy marking down of assets of this 
type by life companies. 

(CONTINUED ON PAGE 26) 
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Disability Clause Major 
Subject at Conferences 





SOME MOVE IS NOW LIKELY 





Company Officials Are Considering 
What Is the Wisest Course in 
View of Conditions 





NEW YORK, June 25.—Representa- 
tives of prominent life companies held 
another meeting here this week on the 
disability situation. The session was 
strictly executive and no announcement 
was made following the meeting as to 
any conclusions reached or future meet- 
ings. While no comment could be ob- 
tained from those who attended the 
gathering, others in close touch with the 
disability problem believe that of the 
several means by which disability losses 
might be lessened in the future, the most 
may be expected from reduction of bene- 
fits from $10 per $1,000 to $5, and the 
cutting off of payments at age 55. The 
reduction from $10 to $5 would put dis- 
ability coverage back in its logical posi- 
tion as a minor appendage to the life 
contract and lessen the present tendency 
of the tail to wag the dog. 


Say Course Is Logical 


It is also felt that cutting off dis- 
ability benefits at age 55 or at some age 
coinciding more or less with the normal 
age of retirement, is entirely logical. A 
rate increase may be necessary, although 
if the benefits are reduced from $10 to 
$5 the rate per $1,000 would almost cer- 
tainly be less than at present. It is be- 
lieved that such an increase in rate, if 
in connection with a cut of 50 percent 
in benefits per $1,000, would not bring 
about adverse selection in anything like 
the degree that otherwise might be 
feared. Increase of the waiting period 
from four to six months has been dis- 
cussed, as has the importance of stricter 
undertaking, although on the latter 
count it is pointed out that there is not 
the same need or room for stricter 
underwriting on disability, as for instance 
in the jumbo risk field, and consequently 
that too much cannot be expected from 
putting the bars much higher. 





Monument for the First 
Commissioner Proposed 











The question of financing the erec- 
tion of a monument to Elizur Wright, 
the first insurancé commissioner, who 
is. sometimes described as the “Father 
of Life: Insurance,” was referred to a 
special committee of the National Con- 
vention of Insurance Commissioners at 
the. semi-annual meeting in Chicago. 
The ‘committee is headed by Caqmmis- 
sioner Read of Oklahoma, who is presi- 
dent of the convention. Other mem- 
bers of the committee are Livingston, 
Michigan; Boney, North Carolina; 
Brown, Massachusetts. This commit- 
tee will report its conclusions to the 
convention in annual session in Port- 
land, Ore. 

One suggestion is that the compa- 
nies and agents undertake a campaign 
in honor of Mr. Wright, agents and 
companies contributing a certain por- 
tion of their writings to a memorial 
fund. A feature of the monument might 
be a room for the display of bronze 
tablets upon which would appear the 
names of contributing companies, their 
officers and leading producers. 

-Elizur Wright, who died in 1885, 
served as Massachusetts commissioner 
from 1858 to 1867. He was author of 
the bill creating the legal reserve law 
of Massachusetts and the insurance de- 
partment of that state. He is also fa- 
mous for the non-forfeiture law of 
1861, which was the first step in end- 
ing the abuses in connection with lap- 
sation. 

The Midland National Life of Water- 


town, S. . has been licensed in Min- 
nesota. 








Law of 





Liberalized Investment 


Ohio Explained 








President H. B. Arnold of the Mid- 
land Mutual Life in the house organ of | 
his company explains the new Ohio in- 
vestment bill, which was signed by the 
governor. He said that it maintains 
the conservative standards governing 
investments of Ohio companies but en- 
larges the field to afford greater oppor- 
tunitv for diversification and allows cer- 
tain investments when others are not 
available. Mr. Arnold says the follow- 
ing are the additional forms of invest- 
ment: 
* * * 

1. Bankers’ acceptances must arise out 
of actual commercial transactions and 
must mature within ninety days. There 
must be approved drawers and acceptors, 
supported by the acceptance of a bank 
or trust company, and these bills of ex- 
change must be eligible for rediscount 
with federal reserve banks. The inter- 
est rates are very low and this form of 
investment affords a safe short-term in- 
vestment. 

* * * 

2. Equipment trust certificates arise 
out of the necessities for a railroad’s 
financing the purchase of rolling stock 
when its properties are covered by bond 
issues. With an initial payment of at 
least 25 percent the unpaid installments 
represented by the certificates are a first 
lien on specific equipment, and are pay- 
able out of earnings during a period 
within the probable life of the equip- 
ment. As railroads cannot be operated 
without the rolling stock which furnishes 
their operating income, these certificates 
are of the most conservative type and 
yield a low income return. 

* * * 

3. Investments in the bonds of the 
Dominion of Canada or of a province 
which has not defaulted in principal or 
interest for 25 years, as is authorized for 
the bonds of the United States or of a 
state or territory. 

* * 

4. First mortgage bonds which are the 
direct obligation of an operating railroad 
which has earned above maintenance-of- 
way and equipment—charges at least 
one and one-half times the average 
yearly interest required, for seven fiscal 
years preceding. 

* * * 

5. First mortgage bonds which are the 

direct obligation of a corporation en- 


gaged directly and primarily in the pro- 
duction and sale of electricity or gas, 
or in the operation of telegraph and tele- 
phone systems or water works, whose 
bonds and funded debt shall not exceed 
50 percent of the value of its properties, 
and the net yearly earnings of which, 
after proper charges for replacements, 
depreciation and obsolescence, shall 
have been at least double the average 
yearly interest on mortgages and funded 
debts for seven fiscal years just pre- 
ceding. 
e+ 2 

6. In the preferred stocks of any 
United States company upon which the 
net earnings each year for seven fiscal 
years, immediately preceding, after de- 
duction of interest on all mortgages and 
funded debts, and proper charges for re- 
placements, depreciation and obsoles- 
cence, shall have averaged four times 
the amount required to pay the dividends 
on such stocks, and in which the mort- 
gages, funded debts and preferred stocks 
shall not exceed 60 percent of the value 
of the company’s property. Such invest- 
ments are restricted to capital, surplus 
and contingency funds, and the invest- 
ment in one company is restricted to 5 
percent of such funds and to 5 percent 
of the stock of one company. 

. * 


7. In land trust certificates evidencing 
beneficial ownership of fee simple titles 
to real estate with income guaranteed 
under leases of at least twenty-five years 
duration, restricted to 60 percent of the 
values of properties, on which five-year 
actual earning records are available and 
with provision for annual reduction. 

“es x 

“There are other restrictions which 
make the additional forms of investments 
ultra-conservative,” Mr. Arnold says. 
“Investments, either directly in or by 
loans on the company’s own stock, are 
forbidden, as well as participation in any 
underwriting or promotional transac- 
tions. In a general way it may be stated 
that probably 95 percent of all the life 
insurance business is written by com- 
panies of states where the laws permit 
of as wide a field of investment as is per- 
mitted by the new Ohio law, but the 
restrictions in the Ohio law in a gen- 
eral way are more conservative than 
under the laws of the states which rec- 
ognize similar investments.” 





Some Companies Likely to 
Reduce Policy Dividends 





PROFITS GREATLY DECREASED 
Mortality, Disability Claims and Decline 
in Interest Earnings Are Having 
Material Effect 





NEW YORK, June 24.—Most offi- 
cials and keen observers of the life in- 
surance business do not look for a gen- 
eral decrease in policyholders’ dividends 
on part of mutual companies but they 
do say that a number of companies will 
be forced to reduce their dividends be- 
cause of the danger of eating into their 
surplus too far if the present scale con- 
tinues. Sound management finds that 
ample surplus with a contingent reserve 
for fluctuations of all kinds is highly de- 
sirable. Any analyst can take the ratio 
of surplus to liabilities over a period of 
years, company by company, and he can 
predict for himself the ones that will 
be forced to make a reduction or pay 
the penalty. 


No Reflection on Companies 


_A reduction in dividends is no reflec- 
tion on a company. The business has 
been traveling in an abnormal way. 
Some companies have been unfortunate 
in some of their investments which have 
caused a reduction in surplus. Others 
have had a high mortality. Others have 
had to take punishment in their disa- 
bility losses. Others have been going 
too fast and furious in spending money 
for expansion and have paid out more to 
increase production than they should. 
Companies are affected differently. 
Where it is found that there is too 
heavy a drain the foundations must be 
strengthened. 


No Immediate Announcement 


It is not likely that any announce- 
ment will be made by any of the com- 
panies until fall because the situation 
will have to be carefully analyzed. The 
New York insurance department, how- 
ever, has warned companies not to allow 
agents to solicit business on the strength 
of the continuance of the present divi- 
dend scale if there is doubt as to 
whether it can be maintained. 

Company officials are realizing that 
they cannot continue work on too nar- 
row margins. Business has been writ- 
ten on a basis that will mean a loss if 
present conditions continue. 





Coupon Clean-up Contest Is 
Conducted by Reliance Life 





W. C. Woellner of Cincinnati and G. 
P. Felty of Johnstown were the na- 
tional winners in the newspaper coupon 
clean-up contest held by the Reliance 
Life of Pittsburgh during April and 
May for business produced from coupon 
inquiries received from the national 
newspaper advertising campaign the 
company has been conducting for the 
past six months in 38 leading newspa- 
pers. Mr. Woellner was the national 
leader in paid volume and Mr. Felty 
was the national leader in number of 
paid sales. 

The national leaders in this contest 
are both in their first year with the Re- 
liance Life. More than 1,200 agents par- 
ticipate in the benefits of the newspaper 
advertising which has produced more 
than 10,000 inquiries and resulted in 
more than $2,000,000 of new insurance. 





New President of Northern Life 


R. G. Ivey of the legal firm of Ivey, 
Elliott & Gillanders, a director of sev- 
eral companies in western Ontario, has 
been elected president of the Northern 
Life of London, Ont. He has been 
vice-president since 1925, and succeeds 
the late C. R. Somerville. 





Juvenile Insurance Inquiries 


Brought Out Through Mail 





Juvenile insurance has proved to be 
the most effective leader in securing live 
inquiries on additional protection from 
old policyholders, according to a recent 
analysis made by the Lincoln National 
Life. For the past few months en- 
closures carrying a request for printed 
material about various contracts and 
other items have been mailed in Lincoln 
National premium ‘notices. Business 
reply cards are_attached to the enclo- 
sures and returns from them are averag- 
ing better than 16 percent. It was from 
these returned requests for information 
that the analysis was made. 

As was noted, juvenile insurance 
headed the list with the greatest num- 
ber of inquiries. A’ booklet carrying 
company information, entitled, “What 
you should know about the Lincoln Na- 
tional Life,” was second. The retire- 
ment income, under the title “Pension 
Yourself,” was third in arousing inter- 
est; and insurance for women was 
fourth. The family income policy held 
fifth place, and annuities was sixth in 
number of replies. 


Harry Loman’s recent book, “Taxa- 
tion,” presents a discussion of the various 
tax problems relating to life insurance. 
Price, $2.50. Order from The National 
Underwriter. 





Connecticut Mutual 
Women Win Honors 











Some notable production records were 
brought out at the agency convention 
of the Connecticut Mutual Life at 
Swampscott, Mass. Mrs. James Mc 
Cluney of the Stratford Lee Morton 
agency, St. Louis, insured more lives 
and produced more premiums than-any 
other first year agent, and every appli- 
cation was accompanied for a check for 
the annual premium. 


Awarded Steiner Cup 


She was awarded the Steiner Cup for 
the greatest number of lives insured 
and ordinarily would also have won the 
Reagon Cup for volume production, but 
under the company’s rules an agent can 
win but one of the big cups. The com- 
petition started Aug. 15. Mrs. Mc- 
Cluney did not join the company until 
Oct. 15, but despite this two months’ 
handicap she easily outstripped all com- 
petitors with personal production ex- 
ceeding $1,000,000. 

Mrs. Sarah O. Stanley of Creston, Ia., 
ranked first among the company’s en- 
tire agency force in paid lives for the 
club year. Theodore C. Stein of Red 
Oak, Ia., produced the largest amount of 
paid premiums. This record is the 
more remarkable because of the fact that 
Mr. Stein is totally blind. 
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Production Shows Decline 
in United States for May 


BELOW FIGURE LAST YEAR 


Research Bureau Reports 16 Percent 
Falling Off for Month— Affects 
Entire Country 


HARTFORD, CONN., June 25.— 
The volume of ordinary life sold in the 
United States in May was 16 percent 
below that purchased in May, 1930. The 
general decrease was experienced in 
every section of the country. The New 
England states showed the smallest loss 
and were only 4 percent below the 1930 
volume. Two states in the New Eng- 
land section, Maine and New Hampshire, 
increased their production and were the 
only two states in the country to record 
gains. 

Next to the New England section, the 
middle Atlantic states had the best ex- 
perience. These three states pay for 
about one-third of the new insurance 
sold in the country. Their sales in May 
averaged 12 percent below those of May, 
1930. 

For the first five months of 1931, the 
United States as a whole has paid for 
a volume of new insurance 17 percent 
below that of the same period last year. 
No section has shown gains for the year. 
The New England states lead for the 
year with the smallest decrease and the 
middle Atlantic section evain ranks sec- 
ond. The sections showing the poorest 
experience for the year are those in 
which business was further retarded by 
the drought, the east and west south 
central states. 

The following table compares May 
sales to those of May, 1930, and also 
gives a comparison for the five-month 
period. These figures are prepared by 
the Life Insurance Sales Research Bu- 
reau and are based on the experience of 
76 companies having in force 88 percent 
of the total legal reserve ordinary life 


insurance outstanding in the United 
States: 
First Five 
Months 
May, 1931 of 1931 
Compared Compared 
to May, 1930 to 1930 
% % 
— @ Wate cccccccccs 84 83 
New England ....... 96 93 
Middle Atlantic ..... 88 85 
East North Central... 84 83 
West North Central... 177 80 
South Atlantic ...... 87 83 
East South Central... 73 71 
West South Central... 75 76 
BESUMARIM cocccccccces 79 79 
PEED cKccvnecvssoneen 77 77 
Cities 
DD tseeeeeucebdeaw 91 
ED sccccvescoenes 88 89 
PE ccrésinee eee 89 85 
DE: weeceeaveneede 103 82 
eee 86 84 
Philadelphia ......... 94 90 





Lincoln Life & Accident 
Is Now Branching Out 


The Lincoln Life & Accident of 
Oklahoma City has added an industrial 
20-year endowment for both young peo- 
ple and adults. It has also added a 
substandard industrial 25-year endow- 
ment for all classes. The company was 
organized in 1916 and started in a mod- 
est way. It has increased its space and 
on June 1 it moved to the Key building 
in Oklahoma City. Its new office is 
well equipped. The company has in 
the hands of its actuary, policies and 
rates for ordinary insurance and will 
Start writing this class in about a 
month, 


New England Mutual Ahead 


The New England Mutual Life re- 
ports that it is slightly ahead the first 
five months of the year. The May busi- 
ness exceeded May of last year 18 per- 
cent. While large city agencies fell be- 
bc last year nearly all are ahead this 
year. 








U. S. Chamber Insurance 


Department Chairman 








c. W. GOLD 
GREENSBORO, N. C., June 25.— 
C. W. Gold, president Pilot Life, has 


S. H. Strawn 
Chamber of Commerce, 
chairman of the insurance department 
committee. Mr. Gold has accepted the 
post and expresses the greatest interest 
in the work of the national chamber in 
promoting better insurance standards. 

For some years Mr. Gold has been a 
director of the national chamber and his 
appointment as head of the insurance 
department is recognition of able service 
rendered in other capacities. He recently 
completed a term as president of the 
American Life Convention. 


been named by president 


United States 











School Pension Fund Makes 


False Promises to Teachers 


Half-baked pension or retirement fund 
schemes are dealt a sharp blow in a 
report on the Chicago school pension 
plan made by the Cleveland Audit Com- 
pany, a concern recommended by a state 
senate committee to investigate the con- 
dition of the teachers’ retirement fund in 
that city. 

“The pension funds,” says the report, 
“are holding out false promises to thou- 


sands of teachers; promises that can 
never be fulfilled. The financial in- 
volvements created by this muddle 


should prompt the board to give this 
subject immediate consideratidn.” 

The report states that the Chicago 
teachers pension fund has a deficit of 
$37,851,709. It lacks that much money, 
or the means of getting it under the 
present laws, to pay the pensions prom- 
ised the instructors. 

The actual calculations were made by 
Donald F. Campbell. Mr. Campbell 
recommends that the deficit be amor- 
tized over a period of 40 years. To con- 
tinue paying pensions on the present 
scale and amortize the deficit in 40 
years Mr. Campbell reports that it will 
be necessary for the fund to obtain 
annually $2,523,500. 

Besides the pension plan the Chicago 
school board is required by law to carry 
retired teachers on its payrolls for life 


under a sliding scale arrangement. 
“Nothing,” says the Cleveland audit 
company, “could be more chaotic than 
this dual arrangement. Both of the 


schemes are fundamentally unsound.” 


Form New Stock Company 


’ 

William Schultz, jr, and C. G. 
Schultz, officers of the Union Mutual 
Life and Union Mutual Casualty of Des 
Moines, have formed a third company, 
the Union Mutual Life of Iowa, a stock 
company with $200,000 capital, which 

will write life and accident insurance. 





Government Reports That 
Farmer is Underinsured 


Life 
carried by 
it is shown in a 


and accident and health insurance 
farmers is sadly inadequate, 
survey just completed 
by the Department of Agriculture. 

rhe report states many farmers dis- 
regard the need for protection and suf- 
fer from an “unwarranted complacency” 
toward the personal assumption of se- 
rious risks. There also in many cases is 
insufhcient income to permit purchasing 
adequate protection. 


Several Surveys Made 


insurance surveys a few 
southeastern states dis- 
percent of farmers car- 
ried life insurance, the average amount 
for those insured being $1,500. A rela- 
tively recent survey by the University 
of Minnesota covering expenditures of 
357 farm families in seven counties 
showed 53 percent of the families with 
life insurance, the average premium be- 
ing $38. 

The Department of Agriculture sur- 
veyed family expenditures in Ohio, cov- 
ering 300 farm families in Vinton, Jack- 
son and Meigs counties, finding the aver- 
age annual premium only $13. Another 
more comprehensive survey covering 2,- 
886 farm families in selected localities 
in 11 states developed that only 45 per- 
cent had any form of life or health in- 


Credit and 
years ago in 
closed that 25 


Senne School Geteed 
by Research Bureau in South 


CHAPEL HILL, N. June 25.— 
Agency builders representing 10 com- 
panies are gathered here for a two-week 


school in agency management being 
conducted by the Life Insurance Sales 
Research Bureau. Classes are being 
held at the University of North Caro- 


lina and most of the students are living 
in the university dormitories. The 
course is being attended by men who 
are engaged as managers, general agents, 
supervisors or agency assistants, and 
home office representatives. It will offer 
definite training in the application of in- 
formation gathered to specific agency 
building problems. In the light of 
present day conditions will be discussed 
the chief problems confronting the man- 
ager or general agent including recruit- 
ing, training, supervision, business man- 
agement and conservation. 

Members of the staff who are here to 
conduct the course are H. G. Kenagy, 
assistant manager; S. G. Dickinson and 


G. Fay Davies. The following compa- 
nies are represented: Jefferson Stand- 
ard, Liberty National, Mutual Benefit, 


National Life & Accident, National Life 
of Vermont, Pilot Life, Protective Life, 
State Mutual, Sun Life of Canada, 
Union Central and Volunteer State. 
Similar schools will be conducted by 


the Research Bureau at Babson Insti- 
tute, Babson Park, Mass., July 20-31, 
and at Northwestern University, Evans- 


ton, Ill, Aug. 17-28. 


Citizens National May Merge 


Stockholders of the Citizens National 
Life of East St. Louis, Ll, will hold 
a special meeting July 9 to consider a 
proposal for merger with the American 
Bankers. 

It is understood that the terms of the 
merger contemplate that stockholders 
of the Citizens National would be given 
two shares of stock in the American 
Bankers for each share of Citizens Na- 
tional stock held. J. G. 
Highland, Ill., is president of the Cit- 
izens National, while T. E. Sly is vice- 
president and general manager. The 
company was organized in 1927 and 
closed 1930 with $718,000 of insurance 
in force. 


Bardell of 


| 


surance; the average premium was 
found $41 per family. 
The most recent family income and 


expenditure study was made by the Uni- 
versity of Wisconsin last summer, cov- 
ering 360 families in Portage, Langland 
and Sawyer counties, Wis. The average 
premium per family for life and health 
insurance, primarily life insurance, was 
$29. 

“These fragmentary data, while af- 
fording no satisfactory basis for an esti- 
mate of the actual life and other per- 
sonal insurance carried by farmers,” the 
report concludes, “nevertheless, suggest 
that of these forms of protection, some- 
what less than one-half of the farmers 
have any; while those who have it carry 
much less than the average for the heads 
of families in the United States as a 
whole. 

“With a total volume of outstanding 
life insurance in the country equal to 
about $1,000 for every man, woman and 
child, including those on the farm, life 
insurance per farm family does not ex- 
ceed the amount per capita for the non- 
farm population. While upwards of half 
of the farmers apparently have some life 
insurance, the percentage of those who 
have any form of accident or health in- 
surance will probably fall well below 5 
percent.” 








Peoria Life Men Put 
Forth a Candidate 











SCHRIVER 


LESTER 0, 


The Peoria Life Underwriters Asso- 
ciation is pushing L. O. Schriver, gen- 
eral agent of the Aetna Life there, for 
the position of fourth vice-president of 
the National Association of Life Un- 
derwriters at its forthcoming conven- 


tion. Mr. Schriver is widely known as 
an organizer, educator and lecturer. He 
has served the Peoria association on 
the National executive committee. He 


started his career as agent of the Aetna 
Life at Middletown, Conn., ten years 
ago. He was called to the home office 
in 1925 and placed in charge of sales 
training. He was elected sales super- 
intendent of agencies in 1927 and was 
transferred to the position of divisional 
superintendent. He was sent to Peoria 
in 1929 as general agent and has been 
very successful. He has made a num- 
ber of addresses before life underwrit- 
ers’ associations and sales congresses 
in different sections. Recently he com- 
pleted a three weeks’ tour among the 
Canadian associations by giving life in- 
surance talks. 














NATIONAL UNDERWRITER 


June 26, 1931 



























LLOO WO POVO WOVE OPO POMVOpyonposweonpepyonpospwenpeoxpepwenpenpwenpennwepospyenpeqpenyeonw 
ey Ks 
Es : 
EB) b 
EY bs 
Ed 
| is 
et is 
* s 
Fy is 
=, . 
Et iS 
* is 
°| ke 
=> ; 
oy Re 
- : 
By ie 
EY ie 
EY a. Kg 
PY is 
. ie 
5 ‘Be 
KB Vi is 
= aa di is 
FY | oe ' 
ed y Nye; . p> 
:| : ie ie 
wets ° 
> ae iy r is 
Fy REY ie 
Si ! ‘ts bd = 
Kt PE $ is 
2 Pep ek : 
i , + 
2) i a , e § $4 iS 
=! he 44 4 gv A 
; Hie . 
=| by] 4 y r~, ie 
x > & , h 
KY NM bd A il \s 
EY a8 Q is 
Dy * : Ky 
ey . Hs = 
2) 3 Kg 
EY ft ie 
. Ht ‘s 
EU e 
% iG 
5 is 
Kt S 
% % 
. % 
EY KS 
. is 
EY ke 
Kt ie 
S' = 
= is 
Ri ie 
KY is 
KY ‘s 
= <= 
3 is 
c 
. 3 
R is 
5 % 
. Ne 
ie 
is 
ie 
\4 


Ye 


New York Life Agents’ compensation includes ‘‘Nylic,”’ ‘s 
a monthly payment beginning after two years’ service, = 
based on previous production. This gives them a cer- 
tain regular income increasing from time to time dur- = 
ing the next 18 years, based upon the same annual % 
production of new business. ‘‘Senior Nylics’’ have served % 
a minimum of 20 years and are drawing an annuity, = 
payable in monthly instalments, which will continue Fe 
for life. Most of them are still active in writing new 
business, though they have the right to retire. 
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Program Is Announced for 
Woods Agency Convention 





MANY BIG MEN ON PROGRAM 





Unusual Concentration of Notables Will 
Feature Educational Conference 
at Ocean City, N. J. 





Four hundred members will attend the 
annual educational conference of the 
Edward A. Woods Company of Pitts- 
burgh, general agent Equitable Life of 
New York, at Ocean City, N. J., July 
6-10. Home office officials, outstanding 
Equit2bie underwriters and leaders of 
other companies will speak. Qlualifica- 
tion requirements have greatly stimu- 
lated sales and the agency is running 
approximately 15 percent ahead in 
written business. 

Among the speakers and subjects are: 

W. M. Duff, president Woods Com- 
pany, “Your Conference and What it 
Offers You,” F. B. Runyon, superinten- 
dent of agencies home office, “The East- 
ern Department and the Edward A. 
Woods Company;” F. L. Jones, vice- 


president, “Building Your Business;” 
W. J. Powell, vice-president Woods 
Company; M. Laffey, treasurer 


Equitable, “How the Equitable Policy- 
holders’ and Beneficiaries’ Funds Are 
Trusteed;” T. I. Parkinson, president 
Equitable, “Our Society;” Earl G. Man- 
ning, John Hancock, Boston, “Progres- 
sive Underwriting;’’ W. W. Klingman, 
vice-president, Equitable, “Selling Equit- 
able Insurance in 1931;” Dr. G. B. Van 
Arsdall, field course instructor, “The 
Annuity Service of the Equitable;” C. 
J. Westermann, director conservation 
department Equitable, “Conservation 
From the Standpoint of the Home Of- 
fice;” Harvey Weeks, assistant vice-pres- 
ident Central-Hanover Bank & Trust 
Company, “How Life Underwriters Are 
Increasing Their Income Through the 
Use of Life Insurance Trusts;” William 
Alexander, secretary Equitable, “Devel- 
oping One’s Self in Intelligent Life Un- 
derwriting;’ A. M. Spalding, director 
agents’ training Equitable, “The Educa- 
tional Program of the Equitable;” L. G. 
Simon, president New York Life Un- 
derwriters Association, “Business Life 
Insurance of Today;” Merle Thorpe, 
editor, “Nation’s Business,” “Let Us 
Look Ahead.” 

Mr. Duff will present the Edward A. 
Woods trophy in the concluding session 
and will outline the five-year program. 

Five hundred members of the sales 
and office force Edward A. Woods Com- 








New Candidate 








New Commissioner Has 


Taken Office in Iowa 


DES MOINES, June 25.—Ray 
Yenter tendered to Governor Tur- 
ner this week his resignation as 
insurance commissioner. E. ‘ 
Clark of Mason City took charge 
of the office Tuesday morning, a 
week in advance of the regular 
term to which he had been pre- 
viously appointed. It is under- 
stood that Mr. Yenter assumes the 
presidency of the Federal Surety 
at Davenport at once. Mr. Clark 
announces the appointment of P. 
H. Cless as chief deputy and L. 
M. Penquite as assistant. 

















ELBERT STORER 


Elbert Storer, agency manager of the 
Bankers Life for Indiana, is the unani- 
mous choice of the nearly 700 members 
of the Indianapolis Association of Life 
Underwriters for president of the Na- 
tional association. A boom for his can- 
didacy was launched last Friday at the 
closing meeting of the Indianapolis as- 
sociation, George Wainwright of ‘the 
Prudential and a former president of the 
Indianapolis association, making the mo- 
tion that the organization get back of 
Mr. Storer. The motion was passed with 
great enthusiasm and, because of its 
numerical strength and activity, the 
sponsorship of the Indianapolis associa- 
tion will undoubtedly have weight with 
the national body, of which Mr. Storer 
is at present a vice-president. 

Mr. Storer has been one of the prime 
movers in the Indianapolis association, 
serving as its president and in other 
official capacities. He had been active 
in other insurance organizations as well, 
having served as chairman of the Indi- 
ana Insurance Day general committee 
and as president of the Insurance Fed- 
eration of Indiana. He will make a 
strong candidate for president of the 
national body. 








pany, Pittsburgh, general agents Equit- 
able of New York, and families enjoyed 
the annual outing on a 25-mile trip down 
the Ohio river. C. B. Metzger was gen- 
eral chairman, L. C. Woods, Jr., chair- 
man reception committee. 


Maccabees’ Expansion Planned 


A drive to double membership and in- 
surance in force was launched by D. J. 
Coakley, supreme commander of the 
Maccabees, at a field conference at the 
headquarters in Detroit June 24-25, at- 
tended by 50 state managers and as- 
sistants. The remarkable increase in 
juvenile business was discussed and field 
problems talked over. No changes in 
policies or rates were announced. 


Farmers Union Mutual’s Year 


Up to June 17 the Farmers Union Mu- 
tual Life of Des Moines had a gain of 
about 30 percent in issued business as 
compared with the same period in 1930. 
January and February showed the 
largest gains so far. The January gain 
was 100 percent above January, 1930. 








RE-FINANCING OF INSURANCE COMPANIES 


Our new loftier quarters have increased our facili- 
ties to provide financial assistance or effect the 
merging of insurance companies. 
from banking institutions as well. 


C. WAYNE GOULD & CO. 
Conway Building, Franklin 3489, Chicago 


Inquiries invited 
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A Low OST 


NYNL 


Lire INsuRANCE 
PROGRAM 


Prospect—Age 35 
Wife—Age 30 
Children—®2¥ 5 


= program provides that in 
event of the death of the insured, the wife will 
receive the following amounts: 


$3,000 
$220 
$270 
$320 
$150 
$140 


in one sum. 


a month until the son is ready 
for college. 

a month while one child is in 
college. 

a month while two children 
are in college. 

each Christmas until the child- 
ren are grown. 

a month after the children 
graduate from college until 
she is 60 years of age, at which 


time her son will be 35 and 
her daughter 32. 


$40 a month thereafter for life. 
At her death each child will receive $5,000 


in cash. 
In case the insured should live until the age of 


65, he may then cash in his policies for $12,111.45. 


(Some of the above items are dependent on the maintenance of the 
present dividend scale, which cannot be guaranteed.) 


HE entire annual premium for this program at age 

35 is only $684.15 a year, in the Northwestern 
National Life. It is accomplished by the purchase 
of ten units of Income Indemnity, $10,000 Home 
Protector, and a $5,000 Pension Bond maturing at 
age 65. The proceeds of the Pension Bond left at 
interest become payable at the rate of $50 a month 
while one child is in college and $100 a month 
while two of them are in college. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, Pacsiocnt 


STRONG~- Minneapolis. Minn. ~ LIBERAL 
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| LIFE COMPANY CONVENTIONS 











Convention Great Success 





Massachusetts Mutual Life Agents As- 
sociation Had a Program of Enlight- 
enment and Instruction 





The Massachusetts Mutual held a suc- 
cessful convention of its agents’ asso- 
ciation at Swampscott, Mass., some 700 
attending. It was unusually interesting, 
being featured not only by addresses by 


President W. H. Sargeant and G. E. 
Lackey of Oklahoma City, president 
National Association of Life Under- 


wrters, but also by several clever sales 
demonstrations and valuable discussions. 
The convention theme was “Build- 
ing Better Estates Today to Meet the 
Needs of Tomorrow.” J. 
Detroit, general agent, is president of 
the association; L. E. Simon, million 
dollar producer of New York, first vice- 
president; K. E. Williamson, Peoria, 
second vice-president, and J. P. Stevens, 
Portland, Me., secretary-treasurer. 


Interesting Talks Made 


After the address of welcome by Pres- | fA. Sed 
| “886 Weeks Without 


ident Sargeant the first morning com- 
pany officials were introduced and there 
was the report of Secretary Stevens, who 





W. Yates of | 


incidentally is the oldest member of the | 
association with 39 years’ service. Then | 


Mr. Yates told of the convention ob- 
jective. 

He was followed by Mr. Lackey who 
spoke on “Life Insurance—The Finan- 
cial Safeguard of 1931.” Mr. 
talked on “How the Audit Service Can 
Be used to Obtain Business,” and F. J. 
Little of Detroit on “Why People Buy 


Life Insurance.” 


Simon | 


There was a beginners’ meeting in the | 


afternoon, presided over by C. R. Smith 
of Detroit, who staged a demonstration 


of methods he used in reaching a million | 


a year production in eight vears. Gen- 
eral Agent L. C. Witten of Cincinnati 
spoke on “Making Life Insurance a Life 
Work;” H. W. Abbott, Pittsburgh gen- 


eral agent, on “How to Use the Illus- 


tration Book Successfully,” and Mr. 
Smith on “Thrift of Time.” The latter 
gave his nationally known sales talk 
which has been used successfully in 
thousands of interviews. 
Important Topics Treated 
After the routine business the next 


morning Winthrop Winslow, Providence, 
R. I., talked on “Planning Tomorrow's 
Success Today;” J. W. Tyson, Mem- 
phis, on “How to Keep a Live Prospect 
File;’” H. W. Abbott on “Using Com- 
pany Tools Profitably;” K. F. Com- 
stock, Keane-Patterson general agency 
New York, on “Financial Management 
of Self,” and A. T. Maclean, second 
vice-president of the company, on “Con- 
servation and Preservation.” 

W. H. Hackleman, Indianapolis gen- 
eral agent, spoke on “Life Insurance as 
an Investment” the third morning; B. 
H. Wulfekoetter, C. L. U., Cincinnati, 
on “Insurance with Income;” Alberta 
Allen, St. Louis, on “Retirement An- 
nuity:” R. W. Dozier, Oklahoma City, 
on “How I Use Caleb Smith’s Sales 
Talk;” A. J. Thomas, Davenport, on 
Weakness,” and 
F. T. McNally, Minneapolis general 
agent, on “The Average Man.” Mr. 
Thomas has the unusual record of hav- 
ing maintained weekly production for 
886 weeks, or over 17 years. 


Women Agents Had Meeting 

The annual meeting of the Federation 
of Women Underwriters of the Massa- 
chusetts Mutual also was held during the 
convention, Mrs. Lena Lake Forrest of 
Detroit, president, presiding. The speak- 
were Miss Alma Gibson Robb, St. 
Louis, “Retirement Annuity;” Mrs. 
Olive J. Wright, Cleveland, “Insurance 
with Income;” Mrs. Annie F. M. Sher- 
man, Boston, “Endowment Contracts,” 
and Miss Mildred M. King, Detroit, 


ers 


| “How to Secure Prospects.” 


L. E. Simon of New York was elected 
president of the association for next year 





Big Factors in lowa Merger 








A. C. TUCKER 
President Royal Union Life 


Two important factors in the merger 
of the Royal Union Life and Des Moines 
Life & Annuity, both of Des Moines, 
are President A. C .Tucker of the former 
company, and President J. J. Sham- 
baugh of the latter. Mr. Tucker will be 
chairman of the board of the combined 
company and Mr. Shambaugh president. 
Mr. Tucker started in insurance in the 
fraternal side selling insurance while he 
was a clerk in a drug store. He joined 
the Mutual Protective League which 


J. J. SHAMBAUGH 
President Des Moines Life & Annuity 


later became the Standard Life and from 
that time on became a more important 
factor in the insurance world. Mr. Sham- 
baugh is a native of Iowa, having been 
born at Booneville. He is vice-president 
of the Booneville Savings Bank. He has 
been a director of the Royal Union Lite 
and hence has been in close touch with 
the organization. He served as presi- 
dent of the Preferred Risk Life for tour 
years and has been president of the Des 
Moines Life & Annuity since 1924. 
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and F. A. Lichtenberg, general agent 
at Plymouth, secretary-treasurer. 


Columbus Mutual Agents in 
Successful Michigan Rally 


The annual convention of Columbus 
Mutual’s Michigan agents was held at 
in Jackson Saturday, under the direc- 
tion of G. J. Dobben and A. J. Flint 
of Jackson. 

Following the registration a trip was 
made through Michigan’s new $12,000,- 
000 prison. The program for the after- 
noon was as follows: 

Elmer A. Newark, chairman; “Greet- 
ings,” Myron Hawkins of Charlotte 
(Michigan's first Columbus Mutual 
agent); “The Columbus Mutual for 
Me,” Paul Heinsohn, Pontiac; “Banks 
and Life Insurance,” Arthur J. 
Jackson; “Teachers Retirement An- 
nuity,” Burnus Page, Tekonsha; “The 
Change of Age Card,” Richard Dobben, 
Fremont; “A Widow’s Investments,” 
Glenn McCarty, Grand Rapids; “Income 
Insurance Presentation,” Charles Dur- 
rant, Pontiac; “Participating vs. Non- 
Par,” Birney E. Ludwig, Lansing; 
“Twenty Pay Life” (A ledger presen- 
tation), Gail Jewell, Muskegon, and 
“The Outlook,” Edgar E. Daugherty. 

An outstanding address was given by 
J. E. Walker of Lansing, state man- 
ager for the Guaranty Life on “Funda- 
mentals for Success in Life Underwrit- 
ing.” He stressed the necessity of go- 
ing forward or dying. He said that 
one never stands still. He urged the 
necessity of being the man heaven ex- 
pected one to be. He said it is being 
demonstrated daily that one must carry 
his religion into his business, in fact 
he should make his religion his busi- 
ness. He outlined the necessity of tak- 
ing care of health and live up to the 
rules of conduct. He pointed out the 
necessity of finding one’s place, the right 
company and the right organization for 
one’s self. A life insurance agent must 
think in life values and be ready to fight 
for the highest attainable place. 


Canada Life Club Conventions 


TORONTO, June 25.—Joint conven- 
tions of the Canada Life Quarter Mil- 
lion and Century Club were held here 
last week. James Elton Bragg urged 
the field men to adopt a definite plan 
of work and stick to it. A. N. Mitchell, 
general manager; A. G. Ramsay, assist- 
ant general manager, and other head 
office officials spoke. About 400 were 
present, including 90 from United 
States, four from Hawaii, and three 
from the British isles. D. M. Brigham 
of Minneapolis, president of the senior 
production club, presided. 


Life & Casualty Convention 
The Life & Casualty will hold its 
1932 convention at the home office in 
Nashville Feb. 11-12. Qualification is 
based on the records for the last six 
months of 1931. 


- Franklin Life Convention 


The Franklin Life’s $100,000 Club will 
hold its annual convention in the home 
office at Springfield, Ill, July 13-15. 
About 100 agents from 19 states are ex- 
pected to attend. 


Adams Resigns Position 


KANSAS CITY, MO., June 25.—L. 
L. Adams, chairman of the board of the 
Sentinel Life, has resigned. He be- 
came president when Arthur M. Hyde, 
its first president, accepted President 
Hoover's cabinet position. He has not 
announced his plans for the future. 
Frank Harvey was electetl president and 
Mr. Adams chairman of the board. The 
latter office has not been filled since 
Mr. Adams’ resignation, and it is likely, 
that it won't be. Just previous to his 
coming with the Sentinel, Mr. Adams 
completed 25 years of service with the 
Metropolitan Life. 


Flint,’ 
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EISENDRATH GOES TO EUROPE 


Julius Eisendrath, manager of the 


| death rate has increased from 71.6 per 


Fifth avenue branch of the J. C. Mc- | 


Namara agency of the Guardian Life of 
New York, will sail June 26 with his 
family for Europe on the Nieuw Am- 
sterdam. 


Mr. Ejisendrath will be gone | 


about five weeks, during which time he | 
will visit his mother in Amsterdam and | 


tour France and Holland with his fam- | 


ily. The latter will remain in Europe 
until September. 
: £4 

CANCER MORTALITY INCREASES 

F. L. Hoffman, consulting statisti- 
cian, in writing in the “Spectator” de- 
clares that the menace of cancer at the 
present time presents a more hideous 
problem than ever during the recorded 
history of the disease. The death rate 
has increased until last year it was the 
highest on record. He said the present 
situation is little less than startling. The 


| with 


100,000 in 1906 to 122.3 in 1930. Of the 
five largest cities the highest cancer 
death rate last year was in Los Ange- 
es, 136.1. Next came Philadelphia. De- 
troit was the lowest of the five largest 
cities, it being 72.3. 
x * * 
MeMILLEN TO GIVE DINNER 


Clifford L. McMillen, recently named 
as a general agent for the Northwestern 
Mutual Life in New York metropolitan 
territory, will be host June 29 at a din- 
ner for the members of the Association 
of Agents of the Northwestern Mutual 
Life in the New York City territory, 
John I. D. Bristol as guest of 
honor. Mr. Bristol, who recently ter- 


| minated his contract as general agent 


annual mortality in this country he puts | 
at 125,000 deaths at an average age of | 


about 59 or 60 years. He takes 50 
American cities with aggregate popu- 
lation of 30,000,0000 and shows that the 


| Home Life will on July 1 


for the Northwestern in New York City, 

a position which he had held for 28 

years, will be the principal speaker at 
this dinner 

a 

TO START NEW 

c & 


AGENCY 


Lane of the Lane agency of the 
sever his 


9 


connection with that agency and com- 
pany and become a general agent of the 
Connecticut Mutual Life in New York 
City The Lane agency will be oper- 
ated by Louis Lane and F. L. Lane. In 
making the announcement of the change, 
M. L. Lane and the Lane agency state 
that “while there will be no business 
connection between the two agencies, 
they will naturally retain the very close 
bond that has resulted from the relation- 
ship and the past association together. 
rhe offices of both agencies will be lo- 
cated in the same building in which the 
Lane agency is now located, at 212 
Fifth avenue.” 


Farber Sells Interests 
OMAHA, June 25.—J. A. Farber, ex- 


ecutive vice-president and secretary of 
the Union Pacific Assurance of Omaha, 
has sold his interests to President H. 
A. Wolf, and has withdrawn as an offi- 
cer and director. 

Mr. Farber will devote his entire time 
in developing the Fidelity Old Line, a 
legal reserve stock company, and in 
supervising the affairs of the Atlas Ac- 
cident & Health, of which he is presi- 
dent. Both offices will be in the Saun- 
ders-Kennedy building. Mr. Wolf and 
Mr. Farber have been associated in the 


life insurance business for 22 years. 





The June Horoscope 





The Pearl is the June birth stone. 


November is the fortunate month for June 


people, and blue is the lucky color. 


Famous persons born in June were Rembrandt, 


Jefferson 
Rubens, 


Yerkes, the millionaire. 


Davis, Rousseau, 


Harriet Beecher 


Nathan Hale, 


Stowe and C. T. 


To men born in June will come great wealth 


provided they follow congenial employment. 


But June people are inclined to wanderlust and 
restlessness and are vacillating. 


If you are a life insurance salesman and like the 


work but are not now under contract, you 


should immediately join the Royal Union, settle 


down and cultivate a restful spirit. 


make big money with us. 


Royal Union Life Insurance 


You can 


Company 


Des Moines, lowa 
A. C. Tucker, President 
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Organized 
Visual Selling Kit 


The enormous advan- 
tages of Organized 
Presentations and of 
Visual Selling Material 
are no longer ques- 
tioned. 


The Visual Selling 
Kit used by field men of 
the Federal Reserve 
Life contains, among 
other material, complete 
organized visual sales 
presentations for: (1) 
Clean-Up Fund; (2) 
Family Income; (3) 
Educational Provision; 
and (4) Retirement In- 
come. 


The proper use of 
such material is ex- 
plained thoroughly at 
the REGIONAL 
AGENCY MEET- 
INGS, regularly sched- 
uled at strategic points 
in Ohio, Michigan, In- 
diana and IIlinois. 


THE 


| NEWS OF THE COMPANIES 











Two Companies Are Merged 





Home Assurance and Economy Life 
Both of Indianapolis Are 
Joining Their Fortunes 





The business of the Home Assurance, 
industrial life, and the Economy Life, 
industrial accident and health, both of 
Indianapolis, and operating under the 
assessment laws, has been merged and, 
for the present, business will be trans- 
acted under the name of the Home As- 
surance, though the charter of the Econ- 
omy will be kept alive. The Home has 
been operating 33 years and the Econ- 
omy, five. Ordinary and industrial life, 
health and accident insurance is being 
written, the industrial department being 
opened on Tuesday of this week, with 
15 agents. It is planned to expand and 
before the end of the year Ohio and 
Missouri will probably be entered. W. 
O. Nicholson, who was president of the 
Home, will continue as president of obth 
companies. The other active officers, 
who were identified with the Economy, 
are: Vice-president, J. W. Pringle; 
treasurer, J. G. Wiggam, and, secretary, 
L. A. Miller. At one time the Home 
Assurance wrote industrial life for 
Negroes as well as whites, but the 
Negro business was reinsured in the 
American Bankers of Illinois, last Feb- 
ruary. 





Midland Mutual’s Year 


Manager of Agencies J. A. Hawkins 
of the Midland Mutual Life of Colum- 
bus finds that its June business is run- 
ning 28 percent ahead of June last year. 
Its May business showed a gain of 15 
percent. The first four months found 
the company $1,000,000 behind. How- 
ever, the turn seems to have been made 
and there is a stiff fight being made for 
business. 





Report Made on Home Life 





New York Department Gives Company 
Credit for Progress Made in 
Recent Years 





The strong financial position of the 
Home Life is brought out in the report 
of the regular periodic examination of 
the New York department. The report 
concludes with a summary which says 
in part: 

“There has been a substantial gain 
in insurance in force during the four 
years, the total business in force pass- 
ing the $400,000,000 mark in 1930. A 
good rate of return on investments has 
been maintained. The company is in a 
strong financial position, as shown by 
a surplus of over $3,000,000 after pro- 
viding for ordinary and contingent lia- 
bilities.” 

Commenting on other phases of the 
business, the report says in connection 
with legal expense limitations: “The 
company keeps well within the mar- 
gins allowed under Section 97 of the 
insurance law.” It is shown that there 
has been a considerable margin each 
year and that in 1930, under application 
of the new provisions of Section 97, this 
margin was even larger. In 1930 there 
was a margin under the limit allowed 
of 8 percent of first year expenses and 
over 15 percent of total expenses. 


Trend Toward Mortgage Loans 


The report brings out the fact that 
the trend in recent years in the Home 
Life has been toward mortgage loans, 
chiefly guaranteed, the holdings in this 
field having nearly doubled in five years. 
The average interest rate earned on all 
mortgage loans in 1930 was 5.71 per- 
cent. There was only one foreclosure 
in the four years under examination, 
that being on an apartment house val- 
ued at $24,000, with a mortgage of $12,- 
000. This is the only property owned 
by the company, other than the home 
office building, and there is only one 






































FEDERAL RESERVE LIFE 


INSURANCE COMPANY 
KANSAS CITY, KANSAS 


l 


Mr. Frank M. Hayes, Vice President—Agency Director 
Federal Reserve Life Insurance Co., Kansas City, Kans. 
Sir: I am interested in joining a progressive Agency 
Organization and will appreciate further information 
Selling Kit, 


about your Organized Visual 

Agency Meetings and other modern Agency plans. 
Sincerely, 

BE 55 ven dcee Ndi ekivewnudees 

PERIGEE i cee noesstacceGiacerds 


Regional 




















Lincoln Liberty Leaders 











IRA CROOK 
President 


The Lincoln Liberty Life of Lincoln, 
Neb., now housed in its new office in 
the Stuart building, is receiving felici- 
tations on the appearance of its new 
quarters. Ira Crook, the president, is a 
native of Nebraska, having been reared 
on a farm in Richardson county. He 
went to the Peru normal school and 
later studied law at the University of 
Nebraska. He entered the life insur- 
ance field in 1911, building up a success- 
ful agency in southeastern Nebraska. He 
operated this until 1919, at which time 





JOSEPH ALBIN, Secretary-General 
Manager 


coln Liberty. He served as vice-presi- 
dent until elected president this year. 
Mr. Albin is a native of New York City 
and went to Nebraska in 1892. He grad- 
uated from the Peru normal school in 
1910, then studied law at the University 
of Nebraska. He entered life insurance 
as an insurance salesman, joining Mr. 
Crook in the latter’s agency in 1913. In 
1915, Mr. Albin was made state agent 
for Kansas. When the Lincoln Liberty 
was organized he became secretary and 
in the present year was also made gen- 


he and Joseph Albin organized the Lin- | eral manager. 
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mortgage, a loan of $4,000, 
of foreclosure. The overdue 
$51.35 on this loan was the 
due interest item. 

New Policy Is Introduced 


in process 
interest of 
only over- 


The report runs through its history 
since 1926, with a background of pre- 
vious development. It cites as one of 
the high spots the introduction of the 
preferred whole life plan in November, 
1927, the introduction of which “marked 
an important change in the business 
policy of the company.” It is pointed 
out that during the past three years 
the efforts of the management have 
been directed toward the development of a 
field organization capable of reaching 
prospects to whom this type of insur- 
ance will appeal, and sales work has 
been concentrated on the production of 
business on this plan and that well over 
50 percent of the company’s business 
has been written on the preterred whole 
life plan, and the average size policy 
has been more than doubled. 

It is pointed out that the vested re- 
newal plan for general agents and 
agents has been installed and an ex- 
amination of contracts found them sub- 
stantially on a uniform basis. The re- 
ort states that the new contracts ap- 
pear more liberal in several respects. 


Bankers National June Plan 
JERSEY CITY, June 25.—The Bank- 


ers National Life has set aside June as 
a special policyholders’ service month. 
Under certain conditions old policyhold- 
ers who have been examined within the 
past year are given the privilege of sub- 
mitting non-medical applications up to 
$5,000. In making the announcement 
the company has impressed upon its 
men the extreme importance of keeping 
in close contact with old policyholders 
whether they are eligible under this 
non-medical offer or not. 


Bowles Has Security Report 


George A. Bowles, Virginia commis- 
sioner, has a copy of the report of the 


Security Life of Chicago embodying 
findings of the committee of the Na- 
tional Convention of Insurance Com- 


missioners, but he says that it may be 
several weeks before it is released. The 
state corporation commission which has 
supervision over the insurance depart- 
ment must first scrutinize it. Also some 
changes may possibly be made in it be- 
fore it is finally given out. Commis- 
sioner Bowles returned recently from 
a meeting of the commissioners in Chi- 
cago and it is understood that the re- 
port was delivered to him ‘soon after 
that meeting. The Security Life is a 
Virginia corporation. Consequently, it 
is subject to the laws of that state and 
comes under direct control of the cor- 
poration commission. Commissioner 
Bowles has so far given no intimation 
as to the contents of the report. 


Edwards in Charge 


Vice-president J. H. Edwards of the 
Security Life of Chicago and the North- 
ern States of Hammond, Ind., tempo- 
rarily is taking charge of the Security’s 
agency department, following the unex- 
pected death this week of Vice-presi- 
dent S. W. Goss, who had been the Se- 
curity’s agency man for many years. 
Mr. Edwards is an experienced agency 
executive, having been active in build- 
ing the Kansas Life, becoming its su- 


perintendent of agencies, then vice- 
president, and finally president. 
Arrange Reinsurance Deal 
KANSAS CITY, MO., June 25.— 


Policyholders in the Interstate Protec- 
tive Association and the Beacon Life 
Association of America, defunct, will be 
reinsured by the Missouri Mutual of 
Springfield, Mo. The deal was arranged 
by the Missouri department. 


Equitable Changes Made 


FP. Jj. Patten, branch manager at 
Minneapolis for the Klingman agency 
of the Equitable of New York, has been 








LIFE 


transferred to Marshall, Minn., as dis- 


trict manager with nine counties under | 


A. Carlson of the 
has been made 
Fred A. Brunner, who 


his jurisdiction. C. 
Minneapolis branch 
manager there. 


has been district manager at Marshall, | 


will be transferred to a field, 


probably Columbus, O. 


larger 





Stines Branch Manager 


E. Z. Stines has been appointed man- | 


Asheville, N. C. 


Standard Life. 


branch of 
He suc- 


ager of the 
the Jefferson 
ceeds J. 
ager since July, 1926, and who recently 
was transferred to Atlanta as manager 
there. Mr. Stines, since entering the 
insurance field in September, 1926 with 
the Asheville office of the Jefferson 
Standard, has been active in the work 
in this district. For the past two years 
he has been a supervisor of the local 
ofice. The Asheville branch supervises 


22 counties in western North Carolina. 


INSURANCE 


H. Gantt, who has been man- | 


EDITION 





New Supervisor 

















ll 


ness since 1910, operating in Texas, 
Arkansas, Mississippi, Tennessee, Ala- 
bama and Kentucky. He will make his 
headquarters at the head office. 





Freedy of Wisconsin 
Named for New Post 








M. A. Freedy, who retires as Wis- 
censin insurance commissioner July 1, 
has béen appointed general agent of the 
Alliance Fire of Philadelphia for Wis- 
consin, with headquarters at Madison. 

Mr. Freedy was appointed Wisconsin 
commissioner Jan. 11, 1927. Prior to 
that for more than 20 years he traveled 
for the Phoenix of Hartford and Equit- 
able F. & M. in Wisconsin as special 
agent. He was born in Racine county, 
Wis., in 1876. For over 12 years he 
was in the C. F. Hibbard agency in Mil- 
waukee and for two years was with the 
western department of the Royal in Chi- 
He became one of the outstand- 


Celebrate Chief’s Birthday cage. &. 
? i ROBERT H. SMITH ing insurance commissioners of the 
Agents under Alexander E. Patter- | country. 

ae Chicago, general agent Penn Mu-| Vice-President Woodward of the Life - 
tual, got busy ne 22 in celebrz yf irgini 
ual ec t bus; Ju 1¢ 22 in celebration of Insurance Company of Virginia feels “t,ife Insurance.” by Joseph B. Maclean, 
their chief's 44th birthday Tuesday. In | that he has secured an excellent man | assistant actuary of the Mutual Life of 
the two days, 28 men and women wrote | aS agency supervisor in R. H. Smith, | New York \ non-techni explana 
86 applications tor $241,000, much of it | who is well known in the southern life nye a, o'r ro 7 The Nat i 
prepaid. ‘ insurance field, having been in the busi-'! Underwriter at $4 











LIFE AGENTS 


SINCE the inception of Life 
Insurance members of your pro- 
fession have been instrumental 
in insuring the success of their 
Often times to the extent 
that they have forgotten that they 
too would some day have to meas- 
ure their own success. 
your case. Are you satisfied that 
you are successful or that you are 


clients. 


becoming soP 


immediately in order that we may 
show you how wecan insure your 
success, at the same time insur- 
ing the success of your clientele. 


Address your communications to 


The Minnesota Mutual Life Insurance Company 
St. Paul Minnesota 


— 


Analize 


If not, write us 
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O FTEN the difference between a good and bad golf game can 
be summed up in the word "putting." Splendid, long straight drives 
count for naught if the golfer is unable to follow up his drive advan- 
tage with accurate putting. 


Often the difference between a successful life underwriter and one 
who is not can be summed up in the word "training." Contacts and 
personality are valuable assets, but must be fortified by sound train- 
ing. All our agents work under that popular plan of "Commonwealth 
Cordial Co-operation" which assures an agent of thorough training 
not only in all the distinctive features of the Commonwealth Life 
organization and its policies and services, but also in the fundamentals 
of life insurance. That this training pays is reflected in the satis- 
faction of our policyholders and the loyalty of our agents. 


Our agents find it great to work under our productive “Common- 
wealth Cordial Co-operation" plan. You'll also like it. 


|. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 


LOUISVILLE, KENTUCKY 
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| the annual meeting of the 
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Perrin Suggests Improvements 





In Agency Management System 


This following paper was presented at 
American In- 


stitute of Actuaries in Minneapolis by O. 


‘W. Perrin, associate actuary Penn Mutual. 


The advantages and disadvantages of 
the general agency system as against 
the branch office system are distinctly 
relative, depending upon the general 
conditions under which the systems must 
operate. The advantages of each system 
are counterbalanced by disadvantages so 
that, in the aggregate and in the long 
run, the cost of the two systems should 
not differ materially. In consultation 
with our agency department I endeav- 


| ored to work out a definite comparison 


of costs, but it seemed necessary to 


| build up certain assumptions which have 


no adequate supporting framework of 


' . . 
, experience and which, moreover, depend 








for their realization upon other factors 
not directly related to the systems them- 
selves. Proceeding upon the —— 
therefore, that in the aggregate and 1 
the long run the cost of the two sys- 
tems should not differ materially, my re- 
marks deal with the incidence of agency 
costs under the two systems. I shall 
also endeavor to mention some general 
changes or trends which seem to be in 
process of development. 

As to the compensation of the gen- 
eral agent, he is paid his company’s 
maximum rates of commission plus (in 
many companies) an allowance for the 
overhead expenses of his office, his 


| profit being derived from the excess of 


his commissions over his office expenses 
and the commissions paid his sub-agents. 
I might mention as bearing indirectly 
on the question of costs that there are 
other incidental sources of profit to the 
general agent such as commissions on 
his personal business, commissions for- 
feited by his subagents and savings he 
may make from collection fees after re- 
newal commissions have ceased. 


Principal Features of 
Branch Office System 


The branch office manager, on the 
other hand, is paid a salary which is 
based primarily on the volume of new 
business produced from his territory but 
which also takes into account the per- 
sistence of old business, the number of 
new agents and the new business pro- 
duced by them. Like the general agent, 
the manager is also entitled to commis- 
sions on any business that he may per- 
sonally write. The company itself pays, 
of course, the branch office expenses. 
Under both agency systems the compen- 


sation to subagents is about the same | 


so that this feature, being common to 
both, does not require further discus- 
sion. 

These facts are well known and I 
mention them simply as an introduction 
to the statement, which may be made 
without argument, that the cost under 
the general agency system is less than 
under the branch office system in the 
first policy year because the company 
pays the branch office managers’ sala- 
ries and expenses as well as first year 
commissions, but the cost is greater in 
subsequent years largely because the 
rate of renewal commissions is 50 per- 
cent greater. In this connection I 
should perhaps explain that these re- 
marks relate to the expense standards 
of the New York law, to general agents 
operating on a strictly commission ba- 
sis and to salaried managers who do not 
employ any of their own capital. 


The gemeral agent starts out, as a 








rule, with little or no profit and takes 
the financial risk of building the agency. 
The aggregate costs for a company op- 
erating with that system, therefore, are 
lower in the earlier years than under the 
branch office system, but whether the 
costs would continue to be lower is, to 
say the least, a controversial question. 
The amount of commissions which the 
general agent receives when the general 
agency becomes a large one may almost 
appear to be scandalous if paid out to a 
branch office manager as a salary, but 
this is in some measure compensation 
to the general agent for the hazard in 
the earlier years of investing his own 
capital. 

The expense factors for agencies 
which have been so fully developed by 
the Life Insurance Sales Research Bu- 
reau apply mostly, I understand, to gen- 
eral agencies rather than branch offices 
and the Penn Mutual is endeavoring to 
arouse the interest and cooperation of 
our general agencies in such cost anal- 
yses by emphasizing their usefulness 
to the general agent in spending his own 
money wisely and thereby increasing his 
own profits. Where the general agent, 
however, is primarily a good salesman 
rather than a good business man, it is 
difficult to make satisfactory progress 
along these lines. The branch office 
company has the advantage under such 
circumstances, as the branch office ex- 
penses are under its direct control. To 
ascertain whether any branch office is 
being properly run, it is usually the 
practice of a company operating on that 
system to compare individual expense 
items within the branch office or be- 
tween branch offices instead of calculat- 
ing expense ratios and, so far as com- 
parative expense ratios of branch offices 
with general agencies are concerned, 
such ratios, to the best of my knowl- 
edge, are not yet available. 


Company Lacks Control 
Over General Agencies 


No doubt the company’s lack of con- 
trol over the agencies’ office expenses 
is a disadvantage of the general agency 
system; in fact, there is a general lack 
of authority and supervision inherent in 
the system covering subagents as well 
as expenses, the subagent’s contract, 
although subject to the approval of the 


' home office, being made direct with the 


general agent. 

As a matter of general interest in this 
connection, I might refer to a cost anal- 
ysis of several general agencies of the 
Penn Mutual made some two years ago. 
This showed a surprising variation in 
the cost ratios of one general agency 
as compared with another, this varia- 
tion being accounted for, to a large de- 
gree, by lack of definite information on 
the part of the general agent as to how 
he was actually distributing his costs. 
The results of the investigation were 
reviewed for the purpose of ascertain- 
ing whether they threw any light on 
the relation of the size of the general 
agency to the problem of costs and, so 
far as we were able to draw any in- 
ferences, it appeared that the most effi- 
cient general agencies were in a middle 
group having from about six thou- 
sand to twelve thousand policies of old 
business. For both the smaller and the 
larger agencies the expenses seemed 
slightly higher. However, the most im- 
portant factor in determining agency 
costs is not the age or size of the agency 
but the quality of its management and 
we cannot approach the subject from a 
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statistital point of view without keeping 
the factor of management in mind. 

It may also be interesting to you, as 
being related to the incidence of agency 
costs, to mention that the general 
agency contract of the Penn Mutual, 
which formerly provided for collection 
fee deductions from renewal commis- 
sions upon termination of the contract, 
has now been amended to eliminate 
such deductions under certain prescribed 
conditions as to agency building and 
new business production. These condi- 
tions require fixed yearly percentage in- 
creases in new business over and above 
any similar percentage decreases in 
new business, the waiver of collection 
fee deduction finally becoming com- 
pletely operative when a minimum an- 
nual paid-for new business of five mil- 
lion dollars is reached and maintained 
The response of our general agents to 
this amendment indicates that it will 
exert a very constructive influence. The 
objection no doubt occurs to you in this 
connection that under general agency 
contracts providing for no deductions 
there is the expense incident to trans- 
ferring or taking over such agencies 
upon termination by death or otherwise. 
To obtain the clientele of a well-estab- 
lished general agency, however, includ- 
ing the good will that should accom- 
pany it, is usually found to be a suffi- 
cient inducement to the incoming gen- 
eral agent to forego the collection fees. 

The further development of territory 
of the general agency in the event of 
such a transfer means, of course, addi- 
tional capital outlay on the part of the 
new general agent, but this is a feature 
of any recently organized general 
agency. It may be a disadvantage where 
the company’s program of agency 
growth requires as much speed as may 
be consistent with safety and thorough- 
ness, but here we face a question of 
home office administration under the 
conditions imposed by the general 
agency system. 


Tendency to Convert 
Into Branch Office 


The question under discussion as- 
sumes that the general agency system 
is operated on a strictly commission ba- 
sis. There is more and more a tendency, 
however, for companies to start the gen- 
eral agent off on the branch office plan 
and later on, when it has grown to a 
profitable size, to convert the branch 
office into a general agency. The gen- 
eral agency system when operated in 
this way takes something of the early 
financial risk of the branch office sys- 
tem and, having done so while the 
agency was unprofitable, may lose some 


of the economies of the branch office 
system in future years. On the other 
hand, it overcomes the very real diff- 


culty of the branch office system in hold- 
ing superior men because branch office 
managers inevitably contrast their earn- 
ings with those of general agents oper- 
ating agencies of similar size. 

Some of the proponents of the gen- 
eral agency system maintain that it is 
possible to secure a better type of lead- 
ership permanently on the general 
agency basis than on the branch office 
basis of compensation and that this su- 
perior leadership will reflect back on 
other factors such as types of agents, 
persistence, mortality experience, etc. I 
other words, the higher costs of the 
general agency system, if any, are offset 
by the savings that should result from a 
higher grade of leadership. The general 
agency system is purely an American 
institution and, as such, expresses the 
American emphasis on individual initia- 
tive. 


Perfect System Has 
Not Been Developed 


At the beginning of my discussion I 
mentioned one point on which we might 
all agree—that the subject is a formida- 
ble one. Another such point now occurs 
to me, namely, the perfect system has 
not yet been worked out. If I may in- 
dulge in a mild form of prophesy, I 
might add that the perfect system, 
which, of course, will always remain a 





relative term, will probably be a blend 
of the two, combining the advantages 
and, let us hope, excluding the disad- | 
vantages. This may mean that the] 
branch office system will insert a clause 
in its contracts providing for the con- 
tingency of its managers facing age 60 | 


or 65 without a pension program or a | 
convertible feature enabling its branch 
office managers to change over to the | 
general agency system upon attaining a | 
certain point of development and that 
the general agency system will compen- 


sate its general agents on some modified 


basis whereby they will be 


commission 
provided with the necessary current 
Perhaps the 
so-called perfect system will also include 
a new contract for subagents recogniz- 
ing sustained production length of | 
service to a greater degree than at pres- 
ent and also passing along some of the 


income possibilities of the 


tunds on which to operate 
1! 


and 


general agent | 


or branch office manager to the men 
who really produce and conserve the 
business. 

It is the practice of the actuary’s de- | 


) 


1¢ 
partment of the Penn Mutual to calcu- 
late and furnish to each general agent | 
both the company’s lapses and his lapses | 
on policies with year or pre- 
miums paid expressed as a percentage | 
of the previous year's paid-for new busi- | 
, also the company’s total lapses and ! 


one less 








STABLE 





surrenders and his total lapses and total 
surrenders taken as percentages of the 
paid-for insurance outstanding as of De- 
cember 31 of the previous year. This is 
done regularly at the end of the first 
six months of each year and at the end 
of the full year and the general agent 
is asked for an explanation of any un- 
favorable showing. The practice is now 
being supplemented by the calculation of 
similar year lapse ratios for sub- 
agents, particularly on general agencies 
needing a detailed analysis. The 

tion division of the agency department 
confers with the general agent over the 


nrst 


conser- 
Val 
results of the analysis for the purpose 
what subagents 
untavorable features. 
rection the volume and char- 
subagent’s 
such 


ot ascertaining 
sponsible for any 
In this con 

Sosa ten re 
business are 


points being 


acter of the 


carefully reviewed, 


are re-' 
j 
| realized of 


emphasized as the proportion of policies | 


} 


for large or small amounts, the propor- | 


tion with premiums payable annually, 
semi-annually or quarterly, the number 
ot prepaid policies and the number with 
premiums settled by temporary note. In 
short, no effort is spared to uncover the 
difficulties of the individual agent, 
thereby leading to 
proving his persistency record 

We are not indulging in any prophe- 
degree of success of the 
Our experience is too brief and 


sies as to the 
plan 
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it is operating under abnormally ad- 
verse business conditions. However, 
we have reason to feel confident that it 
will have a materially favorable effect 
on the company’s lapse experience and, 
what is even more fundamentally impor- 
tant, on the general agent's care in the 
selection of underwriters and his thor- 
oughness in their training and super- 
vision. Supplementing as it does the 
efforts of the agency department to edu- 
cate our subagents along lines of pros- 
pecting for quality rather than quantity, 
selling to meet the individual's needs, 
making clear-cut sales presentations and 
keeping actively in touch with the pol- 
icyholder, the goal should ultimately be 
building for each general 
established clientele. 


agency a soundly 


Canadian Agency Officers Meet 


At the annual meeting of the 
dian Association of Life Agency Ofh 
cers at Niagara Falls, Ont., the fol- 
lowing officers were elected: Chairman, 
R. G. McDonald, Canada Life; honor- 
ary secretary-treasurer, J. L. Routly, 
Monarch Life; executive committee, E. 


Cana- 


N. Blackie, London Life; R. ¢ Mac- 
Knight, Northern Life; H. E. North, 
Metropolitan Life; E. C. Armstrong, 
Ontario Equitabie; C. A. Butler, Great 


Gallow, Imperial Life, 
retary-treasurer 


West Life. J. O 


was reelected s« 


firmly established 


Continental, founded in 1897, has stood 
impregnable against the many fi- 
nancial and economic disturbances 
which have swept the country. 


It has grown steadily,’ becoming one 
of the foremost multiple line insurance 
organizations now operating. It is 
stable, firmly rooted, and its DURA- 
BILITY is unquestioned. 


In view of past and present business 
conditions, the value of a Continental 
connection is obvious. 





CONTINENTAL CASUALTY 
ASSURANCE COMPANIES 


CHICAGO 


ILLINOIS 
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of Cost of Agency Operations 


The Life Insurance Sales Research 
Bureau has released to its members a 
comprehensive report, presenting the re- 
sults of its study of agency costs up to 
now, and outlining some principles of 
agency management which were devel- 
oped by the study of this subject. 

The purpose of these studies by L. S. 
Morrison of the staff has been to ob- 
tain actual field data on (1) the cost of 
agency operation and (2) value of busi- 
ness to general agent. Figures used as 
the basis of the studies were obtained 
by actual, visits to 50 agencies, 25 are 
urban and rural, and six are rural. In 
size as expressed in production they 
vary from $1,700,000,000 to $50,000,000. 


Determined Average Figures 


\lthough the Research Bureau has no 
definite idea of what a nationwide aver- 
age would be, it has determined average 
figures based on these agencies, and for 
the convenience of the report has set up 
“average agency,” using the average 
igures—or more precisely the median of 
these 50 agencies. 

The principles of agency costs are 
applicable equally to both general agent 
and branch manager. Those’ which 
underlie profit are perhaps of less in- 
terest to the branch manager than to 
the general agent, although a manager 
who does not observe them cannot hope 
to build an agency upon which the com- 
pany will look with favor. According 
to the Research Bureau, certain prin- 
ciples, although not new, have been de- 
veloped in this study. 


Volume Is Not Panacea 


They are, however, understood and 
practiced by a minority of managers and 
general agents. It has long been be- 
lieved that increased volume was the 
panacea for agency ills, but the report of 
the bureau proves this idea to be a fal- 








lacy. Too often volume is attained at a 
cost which makes profit impossible, and 
where achieved without quality, it may 
make a bad situation worse. On the 
other hand, to stress quality at the ex- 
pense of adequate volume is to neglect 
the possibilities of the situation and the 
obligation to clientele and home office. 
It is the conclusion of the bureau that 
a successful manager or general agent 
must consider carefully the production 
of new business on the basis of volume, 
quality and cost. 
Develops Main Cost Principles 


To assist in the solution of this prob- 
lem, the bureau has developed the fol- 
lowing principles which determine cost 
in operating an agency: 

1. The cost of handling old business. 
The amount which will be spent to 
handle old business is very largely de- 
termined at the time the business is 
written and thereafter comparatively 
little can be done to change it. Conse- 
quently if the manager accepts improp- 
erly written business, he assumes a lia- 
bility which will burden the agency for 
years thereafter. 

2. The clerical cost of handling new 
business For a given volume, when 
this cost is related to insurance or to 
premiums, it will vary with the size or 
the policy. When the policy is too small, 
practically the entire first year income 
is absorbed by clerical cost, with little 
or no margin remaining to cover the cost 
of selling. 

3. The cost of selling new business. 
In a given agensy and for a given stand- 
ard of service, sales cost will be deter- 
mined by: a. Persistency of organiza- 
tion; b, production per agent. 


Principles That Determine Profit 
The bureau, through this study of 
agency costs, has also been able to de- 
velop principles which determine profit. 
As profit is the difference between gross 
income and expense, it can be increased 





by increasing gross income or decreas- 
ing expense or both. Greater volume 
does not necessarily mean greater profit 
because in the attainment of that vol- 
ume, expense may increase faster than 
income. Total profit, according to the 
bureau, should be regarded as the profit 
per unit times the number of units sold. 

The problem of the general agent or 
manager is: 

1. To increase the number of units 
sold without decreasing the profit per 
unit. 

2. To increase the unit profit with- 
out decreasing the number of units sold. 

Cost and Value Relationship 


The report of the bureau discusses 
only the second of these two alternatives 
—how the profit from a given unit of 
business can be increased: 

1. Gross income can be increased: 
(a) By writing a larger average premium 
per thousand; (b) by maintaining a bet- 
ter persistency. 

2. Expense can be decreased: (a) By 
increasing production without increas- 
ing first-year expense in proportion; (b) 
by reducing the cost per collection; (c) 
by reducing the number of semi-annual, 
quarterly or monthly premiums; (d) by 
writing a larger average size policy. 

Financial success, it is the conclusion 
of the bureau, will depend principally 
upon whether or not the manager can 
keep cost and value in the proper rela- 
tion. When he secures new business, 
what he does in effect is to buy a single 
premium annuity. The cost is the net 
first-year investment—the return is the 
net value of the renewal income which 
may reasonably be expected. The man 
who buys an annuity at a fair price has 
a good thing—the man who pays too 
much has made a poor investment. 


Wilkinson Lloyds Life Director 

Rees Wilkinson, president of the Na- 
tional Old Line Life of Lincoln, Neb., 
has been elected a director of the Lloyds 
Life of Kansas City. Adam Reid is 
president of the Kansas City company. 











Mortensen Is Appointed 
Wisconsin Commissioner 











MADISON, WIS., June 25.—Harry 
J. Mortensen of New Lisbon has been 
appointed insurance commissioner by 
Governor La Follette. His only experi- 
ence in insurance work has been in in- 
vestigations by the Wisconsin legisla- 
ture. Mr. Mortensen was a member of 
the legislative committee which made 
insurance investigations a few years ago. 
Prompt confirmation by the senate is 
expected, and he will take up his duties 
July 1. He succeeds M. A. Freedy, who 
has been commissioner tor four years. 

Has Distinguished Record 


Mr. Mortensen has for 
been closely identified 
Ekern, former insurance 
and attorney general of Wisconsin. He 
is 54 years old and a native of Wiscon- 
sin. After graduation from the Stevens 
Point normal in 1898 he was principal 
of the Cadott high school for two years 
and then took up the study of iaw at 
the University of Wisconsin, graduating 
with the law class of 1902. He was city 
attorney of New Lisbon for four terms, 
district attorney of Juneau county for 
three terms and was elected to the leg- 
islature in 1908. Since then he has been 
engaged in the practice of law and 
banking at New Lisbon. 


many years 
with H. L. 


commissioner 


“Insurance Almanac” Issued 


The “Weekly Underwriter,’ 80 Maiden 
Lane, New York, has issued the 1931 
edition of the “Insurance Almanac” 
which is one of the most valuable in- 
surance reference books that is pub- 
lished. It covers the field completely, 
giving all manner of desirable informa- 
tion that insurance people need from day 
to day. This book is on the desk of 
thousands of insurance people the coun- 
try over. 
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THE MACCABEES BUILDING 
Michigan 


AN OPPORTUNITY! 


WITH 


Address 


ell il ee 


A GREAT HUMAN SERVICE INSTITUTION 
DEDICATED TO THE BENEFIT OF MANKIND 


GENERAL AGENCY OPENINGS 


A real organizer may build 
to am annual income of 


$25,000.00 


Total Admitted Assets............ .. sess -$46,378,339.96 
Legal Reserve Am. Ex. 314%............. .$38,578,959.00 


MORE THAN A LIFE INSURANCE ORGANIZATION 
SUPPORTING AND EFFICIENT HOME OFFICE CO-OPERATION 


perro THE MACCABEES meutca 


D. J. COAKLEY, Supreme Commander C. L. BIGGS, Supreme Record Keeper 
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Barnum 


Was Not Right 


...the people don't like to be fooled. 
Wild promises ... promises that can 
never be fulfilled... have always led 


to misery and regrets. 


In the life insurance field the Mid- 
land Mutual has a reputation for 
integrity and fair dealing. Nothing 
is ever promised that can not be 
fulfilled. The Midland plan of man- 
agement and selling is conservative 
but progressive. It gives an agent 
unlimited cooperation and helps him 


build a successful business. 


THE 


MIDLAND MUTUAL 
LIFE INSURANCE 


COMPANY 
Columbus - Ohio 


“Its Performances Exceed Its Promises’’ 


Assets, $20,000,000 
Insurance in Force, $112,000,000 












































LOW 
LAPSE 
RATIO 


OR the year 1930 the Bankers 
Lite of Nebraska’s lapse and 
surrender to mean insurance was 
5.31%. This is unusually low 
considering the era of depression. 


This low lapse ratio should indi- 
cate to the man who is looking for 
an agency connection that Bank- 
ers Life policyholders are satisfied 
policyholders — that the Bankers 
Life agency force is well trained 
and that the Bankers Life has an 
efficient Home Office Conserva- 
tion Department to supplement 
the work of the man in the field. 


After all the lapse ratio is a pretty 
good index of the standing of the 
company as a whole. It shows 
that the plan of the Company in 
training new agents in our Home 
Office School, in providing ag- 
gressive Home Office co-operation 
and in giving our general agents 
generous territory is a successful 
one. 


If you are interested in a General 
agency in Iowa, Illinois, Missouri, 
Pennsylvania or Ohio, write 


A. B. Olson, Manager of Agencies 


BANKERS LIFE 
INSURANCE COMPANY 


OF NEBRASKA 


Founded in 1887 


Home Office - Lincoln, Nebraska 





























: 
: 
: 
; 





THE NATIONAL 


UNDERWRITER 


June 26, 1931 














r THE NATIONAL UNDERWRITER | 


LIFE INSURANCE EDITION 


| PERSONAL SIDE OF BUSINESS 

















Cincinneti and 


| GEMUTH, Secretary; 


GEORGE C. ROEDING and O. 


NEW YORK OFFICE 
| 803-123 William St., Tel. Beekman 3-3958 
| GEORGE A. WATSON, Associate Editor 


DETROIT OFFICE 


ETERS, Resident Manager 


1517 First National Bank Building 
| R. J. McGEHEAN, Resident Manager 


| 

| Published ore Friday by THE NATIONAL UNDERWRITER COMPANY, Chica 
New York. EDWARD J. WOHLGEMUTH, President; 

HOWARD J. BURRIDGE, Vice-President and 


| NORA VINCENT PAUL, Vice-President; WILLIAM A. SCANLON, 
E. SCHWARTZ, Associate Managers 


| Cc. M. CARTWRIGHT, Managing Editor 

LEVERING CARTWRIGHT, Ass’t Managing Editor 

FRANK A. POST, Associate Editor 

CHARLES D. SPENCER, Associate Editor 
DALE R. SCHILLING, Associate Editor 


PUBLICATION OFFICE, A1946 Insurance Exchange, CHICAGO. Telephone Wabash 2704 


CINCINNATI OFFICE, 420 E. Fourth St., Telephone Main 5781, 
| ABNER THORP, JR., Director Life Insurance Service Dept. 


1015 Transportation Bldg., Tel. Randolph 3994 

J. A. P 
SOUTHEASTERN OFFICE—ATLANTA, GA. 
NEW ENGLAND aun 


139 Summer St., Weymouth, Mass., Tel. Weymouth 2158-R, J. M. DEMPSEY, Resident Manager 
Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, Ill, Under Act, March 3, 1879 


OHN F. WOHL- 


eneral Manager; 


RALPH E. RICHMAN, Manager 


SAN FRANCISCO OFFICE 
105 Mont paar! Street, Tel. Kearny 3054 
FRANK VB ND. Resident Manager 
CYRUS K. BREW. Pacific Coast Editor 
DES MOINES OFFICE 
716 Fleming Bldg., Tel. 4-8712 
R. E. HEATH, Resident Manager 
PHILADELPHIA OFFICE 


412 lead Title Bidg., Tel. Rittenhouse 3654 
W. J. j. SMYTH, Resident Manager 








| —E7~ 


| Subscription Price $3. 00 a year; in Canada, $4.00 a year. Single Copies 15 cents. 
In Combination with The National Underwriter Fire and Casualty, $5.50 a year; Canada $7.50 














Member Audit Bureau of Circulations 

















Back of the Railroad Appeal 


LirE insurance companies are particu- 
larly interested in the petition of the 
railroads for 15 percent in advance in 
freight rates. There is no single line 
of business that is so vitally concerned 
with railway prosperity as life compa- 
nies as they have invested heavily in 
railroad securities. Back of life insur- 
ance companies are their investments. 
These assets must be unquestionable. 
Life insurance has stood impregnable. 
It has been able to sustain its high posi- 
tion of security because of the character 
of the securities behind the policies in 
which the legal reserve is invested. The 
railways are undoubtedly faced with a 
serious emergency. Their stocks and 
bonds will depreciate unless the sinews 
of war are forthcoming. 

Railway officials declare that with this 
advance in rates they can safely pass 
through the crisis. The “Railway Age” 
in commenting on this troublesome situ- 
ation says: 

“The national foreign trade conven- 
tion recently issued a statement to the 
public in which it said, ‘The chief factor 
of the present situation is profitless mer- 
chandising. An essential necessity of 
the present situation is an advance in 
commodity prices.’ Profitless railroad- 
ing is as bad for general business as 
profitless merchandising. An advance in 
freight rates that will stop profitless 
railroading is as essential to the revival 
of prosperity as an advance in commod- 


ity prices that will stop profitless mer- 
chandising. 

“It is true that the railways 
ject to competition which may make it 
impracticable for them to maintain 
higher rates on a large amount of traffic. 
On the principle of ‘charging what the 
trafic will bear’ railway rates, under 
present conditions, would be made 
lower for longer than for shorter hauls 
to meet competition via the Panama 
canal; and would be made relatively 
higher than at present on cheap and 
bulky commodities as compared with 
more valuable comodities, and also rela- 
tively higher for long hauls than for 
short hauls, in order to meet motor 
truck competition. 

“Will the INTERSTATE CoMMERCE ComM- 
MISSION make, or authorize the railways 
to make, such revolutionary changes in 
present policies of rate making? The 
conditions that are causing them to be 
needed have been created by the govern- 
ment policies of subsidizing other 
means of transportation and not regu- 
lating their rates as those of the rail- 
ways are regulated. 

“*The country still needs its railways 
and can support them,’ said the INTERSTATE 
ComMMERCE CoMMISSION in its last annual 
report. “It can support them only by 
letting them charge rates on the traffic 
they actually handle that will provide 
adequate earnings, or by subsidizing 
them, as it does other carriers.” 


are sub- 


Insurance Made the Target 


IN THE constant search of states and 
municipalities to discover additional 
sources of revenue with which to meet 
ever growing public expenditures, the 
institution of insurance with its vast 
aggregation of accumulated funds, offers 
a shining mark. Company officials are 
constantly on the alert to ward off at- 
tacks in such direction; with though be 
it said, indifferent success. There is be- 


fore the Alabama legislature at the pres- 
ent time three measures, all proposing 
an increase in the taxation of insurance 
premiums, One of the bills would sanc- 
tion municipalities with populations 
ranging from 68,000 to 200,000 each, to 
levy a tax up to 6 percent, upon the 
net premiums collected within their re- 
spective centers. Birmingham now im- 
poses a 4 percent tax of this character. 





| of the Pacific Mutual Life. 








The directors of the Los Angeles 
Chamber of Commerce have expressed 
their appreciation of the services of 
George I. Cochran, president Pacific 
Mutual Life and a former director of 
the chamber, who on June 29 will com- 
plete his 25th year as the president 
The cham- 
ber extended its congratulations not 
only to Mr. Cochran for the splendid 
progress which the company has made 
during his incumbency, but to the Pa- 
cific Mutual and to the citizens of .Los 
Angeles and southern California at 
large, stating that Mr. Cochran's con- 
tributions to the fabric of the business 
structure have been many and _ sub- 
stantial; that he has proved his leader- 
ship through the many trying years of 
development and expansion of his or- 
ganization. 

A unique method of creating good- 
will among policyholders has been de- 
vised by R. Spinney, general agent 
in San Francisco for the State Mutual 
Life who for several months has op- 
erated a free employment bureau for 
his policyholders who are out of work. 
He says that so far his office has been 
able to place several men in lucrative 
positions, and that his experiment is al- 
ready beginning to create good will. 

It is announced that Fourth Vice- 
President J. V. Barry of the Metropoli- 
tan Life will retire from active service 
at the end of the year, as at that time 
he will have reached the retirement age 
set by the company. Mr. Barry is one 
of the best known insurance people in 
the country, not only in the life field but 
in all classes of underwriting. He served 
as Michigan insurance commissioner for 
full five terms. He had been a news- 
paper man and was a member of an 
insurance agency at Lansing. He served 
as president of the National Convention 
of Insurance Commissioners in 1906. 
Mr. Barry was born in Monroe, Mich., 
and in his numerous talks he weaves 
many a story about his native heath. 
Mr. Barry as toastmaster and speaker 
has a nation-wide reputation in insur- 
ance. 

His work with the Metropolitan Life 
has been that of contact man with the 
insurance departments, legislatures, in- 
surance organizations of all kinds. In 
other words, he has dealt largely with 
the public relations side of insurance. 

Ernest W. Owen, manager of the Sun 
Life at Detroit, leaves for Europe on 
the “Empress of Britain,” sailing from 
Quebec June 27, for six weeks. The 
Detroit agency gave Mr. Owen a “bon 
voyage” dinner and, incidentally, cele- 
brated the best June business in the 
history of the division, paying for nearly 
$1,500,000, and also closing the club 
year with a total of over $14,000,000. It 
put on record one of the greatest years 
in the history of the Detroit organiza- 
tion. 

Mr. Owen was one of the first insur- 
ance men to enlist in the United States 
forces during the World War, spending 
23 months overseas. He is looking for- 
ward with pleasure to visiting old 
scenes and the battlefields of France. 


C. B. Coulbourn, actuary of the Vir- 
ginia department, is the proud father of 
a son, C. B. Coulbourn, Jr. The 
youngster is a great-nephew of Col. 
Joseph Button, former Virginia com- 
missioner, 


S. T. Whatley, Aetna general agent 
in Chicago, was host at a luncheon in 
honor of Percy D. Smith, manager acci- 
dent department, Whatley agency, upon 
completion of 40 years’ continuous serv- 
ice with the Aetna. The affair was at- 
tended by the staff and several per- 
sonal friends of Mr. Smith. Albert E. 
Mielenz, Milwaukee general agent of the 
Aetna, a lifelong friend and former as- 











| Back Again 














JOHN E. SULLIVAN 


John E. Sullivan has been reap- 
pointed New Hampshire insurance com- 
missioner. He held this position and re- 
signed to become bank commissioner 
last fall. He was insurance commis- 
sioner from 1923 up to the time of his 
appointment as bank commissioner. He 
will be welcomed back to the state in- 
surance official ranks. 








sociate, attended as a special tribute. 


Herbert Florer, agency department, 
Hartford, attended as official represen- 
tative. Telegrams were received from 


President Morgan B. Brainard, Vice- 
president K. A. Luther, old friends and 
associates. 

Mr. Whatley was toastmaster and paid 
tribute to Mr. Smith. There were short 
talks by Messrs. Mielenz, Florer and 
Harry Anderson, Rockwood Company, 
Chicago, also an old friend, and Eliot 
C. Williams and James Ledy of the 
Whatley agency, who have been asso- 
ciated closely with Mr. Smith for 20 
years. 

The staff presented 60 new accident 
applications, totaling over $1,500 pre- 
miums. Mr. Smith went with the Aetna 
when he was 14. It is interesting to 
note that he started in the building for- 
merly at Madison and La Salle, and now 
40 years later is at the same location in 
the One La Salle Street building. 

J. P. Hewitt, 67, for 17 years presi- 
dent of the National Life of Des 
Moines and former judge of the district 
court, died June 19 after a long ill- 
ness. Prior to his entering the life in- 
surance business he was a law partner 
of the late Senator A. B. Cummins. 
Judge Hewitt was a graduate of Simp- 
son college.at Indianola. 

r. S. S. Huebner hurried back to 
Philadelphia from the agency conven- 
tion of the Massachusetts Mutual Life 
at Swampscott, Mass., to be present at 
the graduation of his son, John M. 
Huebner, from the University of Penn- 
sylvania. Young Huebner was man- 
ager of the Pennsylvania* basketball 
team the past season. 

Samuel W. Goss of Chicago, vice-pres- 
ident and head of the agency department 
of the Security Life of Chicago, died 
suddenly at the home of his daughter, 
Mrs. C. O. Below of Glencoe, IIl., Sun- 
day morning. Mr. and Mrs. Goss had 
driven from their home in Evanston to 
Glencoe to accompany their daughter’s 
family on a picnic. Mr. Goss was seated 
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‘The Age of Innocence 


You may not be able to paint a masterpiece of happy 
childhood as depicted by Sir Joshua Reynolds in his famous 
“Age of Innocence” picture. 

You can, however, paint a word-picture of the bright future 
for children whose fathers carry adequate amounts of life insur- 
ance. In this way an effective barrier is erected against future 
hardships and humiliation for the children of insured fathers. 
Selling Guaranteed Cost Life insurance as written by The Trav- 
elers makes the painting of the protection picture more potent. 


.. -& ACV) Bk ee ee 


THE TRAVELERS INDEMNITY COMPANY 


‘yo. ae 


THE TRAVELERS INSURANCE COMPANY 
Tue TRAVELERS Fire INSURANCE COMPANY 


HARTFORD CONNECTICUT 
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| UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 











real protection on a low-cost 
participating or non-participat- 
ing basis. 





HOME OFFICE 











Just glance over this list: 


Policies for Women Modified Life 
Child’s Educational Low Cost Term 
Juvenile Policies Double Indemnity 
6°, Guaranteed Disability Income 
Income Premium Waiver 
Life Income Retirement 
Age Limits: Income 
1 Day to 65 Years 


Participating 
Non-Participating 
Sub-Standard 
Preferred Risk 
Pay-Roll Deduction 
Monthly Premium 








Ask for further information 


JEFFERSON STANDARD | 
LIFE INSURANCE COMPANY | 


GREENSBORO 


JULIAN PRICE 
North Carolina 


President 


MORE THAN 370 MILLIONS IN FORCE 











on the porch when he suddenly collapsed 
and died instantly. He was born on a 
farm near Rochester, Ind., 64 years ago. 
He graduated from Naperville (I1l.) col- 
lege and went into the Methodist min- 
istry, having important charges such as 
South Bend and Crawfordsville. While 
at Crawfordsville, he had a throat afflic- 
tion which militated against his speak- 
ing and he retired from the ministry, 
going into life insurance, carrying a rate 
book for the New York Life. Later on 
he became supervisor of agents for the 
American Central Life. 

About 20 years ago he became super- 
intendent of agents of the Security Life 
and later was made vice-president. He 
was the agency and production man 
ever since and was highly esteemed by 
all who came in contact with him. One 
brother, Ira D. Goss of Chicago, is head 
of the farm department of the America 
Fore fire group in the west. Funeral serv- 


‘ices were held from the First Methodist | 


church at Evanston. 


A group of general agents and promi- | 


nent Milwaukee insurance men _ pre- 
sented Clifford L. McMillen, who is 
leaving the home general agency of the 


Mutual Life to become a 
for that company in 
territory, a 
clock. 

carried the names of 
A. L. Saltzstein, general agent New 
England Mutual Lite; A. C. Grant, su- 
perintendent Prudential; C. J. Kall- 
meyer, manager Metropolitan Life; G. 
T. Vermillion, manager Mutual Life of 
New York; A. J. Butzen, general agent 
Massachusetts Mutual; B. F. Heald, 
special agent Provident Mutual: A. E 
Mielenz, general agent Aetna Life: R. 
F, Fry, a Old Line Life; P. H. 
Kremer, ral agent Penn Mutual: 
a 2 i te manager Prudential; 


Northwestern 
general agent 
York metro] olitan 
some eight-day 
A gold plate 


hand- 


New | 
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E. L. Carson, general agent Equitable 
of New York, and W. E. Quinn, man- 
ager National Life of Vermont. 

Because of the many demands on Mr. 
McMillen’s time, these men made their 
presentation at an informal gathering. 

Alfred B. Dawson, consulting actuary 
of New York City, and a son of Miles 
M. Dawson, died suddenly in his room 
at the Hotel Algonquin, where he had 
made his home for the past eight 
months. He was 48 years of age and 
a widower. His younger brother, Blair, 
is a lawyer. Alfred had been associated 
with his father in actuarial and account- 
ancy work for close to 20 years, and 
had a wide acquaintance with life under- 
writers and state commissioners in all 
parts of the country. 


C. P. Carroll of 





Vice-President the 
Kansas City Life celebrated his 54th 
| birthday last week. He has been with 


the company 27 years. 

Arthur R. Harper, auditor of the Ohio 
State Life, this week celebrated the 20th 
| anniversary of his joining the Ohio State 
Life staff. Mr. Harper is widely known 
as a naturalist. He contributes an illus- 
| trated feature each week to the Colum- 
bus “Dispatch” and also is in demand 
as a speaker before various educational 
and civic organizations. 


| J. N. Russell, who retired last Feb- 
ruary after 25 years as manager of the 
home office agency of the Pacific Mutual 
Life in Los Angeles, was recently pre- 
sented with a bound book of letters fro 

his agents, written in a farewell sonal 
| production contest. The binding is hand 
tooled leather. The agency force also 
presented Mr. Russell with a platinum 


pocket watch. 
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‘THE FRIENDLY ?COM PANY’ 


A business slogan which is more than a 
business slogan—in reality the very life of 
the company. Under this slogan the offi- 
cials of the Peoples Life Insurance Com- 
pany have so lived the company today has 
a reputation for friendliness and fair play. 
This reputation has become so widespread 
throughout insurance circles you can omit 
the company’s corporate name and desig- 
nate it by the simple phrase, “The Friendly 
Company.” 

Such a reputation has its reward in in- 
creasing prestige and popularity. If you 
are interested in a new connection you will 
find it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT INDIANA 














Will Organize New Orleans 





H. Oliver Williams Takes Charge of 
the Detroit Life in Important 
Southern City 





H. Oliver Williams of Cleveland, who 
has been district manager of the Detroit 
Life in Ohio, 
to organize and manage the New Or- 
leans office. He went with the Detroit 


Life in 1929 at the head office and then 
was made Detroit city manager. He 
graduated from Pennsylvania State 
University as mechanical engineer and 


took the post graduate course in Car- 
negie in metallurgy. He went to New 
York University, graduating from the 
life insurance commercial law course. 
He started his insurance career with 
the Fidelity Mutual Life and later be- 
came instructor of agencies for the 
Penn Mutual Life at one of its Chicago 
agencies. 


John B. Cox 
John B. Cox has become affiliated 
with the Birmingham, Ala., agency of 


the John Hancock Mutual with Agency 
Manager W. I. Pittman. He started 
his life insurance career 17 years ago 
as general agent of the Penn Mutual. 
Then he was made general agent for 
the Massachusetts Mutual Life and built 
up a splendid agency. During the last 
two years he has been agency director 
for a Birmingham company. He is re- 
entering the field as a personal producer. 
He is located at 233 Brown-Marx build- 
ing. 


Life Agency Notes 


P. L. Higgins of Fargo, N. D., has been 
appointed district manager of the Cen- 
tral Life of Des Moines. 

J. B. Adams, formerly home office 
agency supervisor of the Atlas Life of 
Tulsa, has been appointed Atlas south- 
west Texas manager, with offices at 431 
Milam building, San Antonio. 


is shifted to New Orleans | 


| Stamm to Succeed McMillen 





} 


Leading Producer of Northwestern Mu- 
tual in Milwaukee Will Become Home 
Office General Agent 





Victor M. Stamm of Milwaukee has 
been appointed general agent of the 
Northwestern Mutual Life for Milwau- 


kee and Waukesha counties. He suc- 





VICTOR M,. STAMM 


ceeds Clifford L. McMillen, who has 
been appointed one of the four general 
agents of the Northwestern in the 
metropolitan district of New York City. 

That agency, which is known as the 
home office agency, is exceeded in vol- 
ume of business written each year only 
by the New York and Chicago agencies, 
and has the record over al! other agen- 
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: . re . al 
cies of the company for volume of busi- 


ness written per capita. 

Mr. Stamm has been a resident of 
Milwaukee since he was a boy. He en- 
tered the Milwaukee agency of the 
Northwestern Mutual Dec. 17, 1920, and 
has made a remarkable record as one 
of its outstanding business producers. 


R. W. Frank 


R. J. Wiese, general agent State Mu- 
tual at Chicago, has started an expan- 
sion program which contemplates the 
addition of two new young agents every 
month, consequent upon his appoint- 
ment of R. W. Frank, one of the most 
successful agents in the office, as super- 
visor, Mr. Frank will take charge of a 
new unit which has been formed with a 
nucleus of six recently appointed agents, 
and his job in the next year is to build 
a million dollar organization. He has 
been seven years in the business. 

Mr. Frank went to Mr. Wiese from 
Freeport, Ill., shortly after the Wiese 
agency was opened, where he had been 
district manager of the Equitable of 
Iowa. Mr. Wiese started two years ago 
from scratch without a dollar of busi- 
ness or an agent, and has placed $4,- 
000,000 on the books. 


Wilson Succeeds Beaty 


F. E. Beaty has resigned as manager 
of the central division of the Occidental 
Life of Los Angeles and will be suc- 
ceeded by R. W. Wilson, who is re- 
ferred to as the dean of Occidental 
field men, having been with the company 
22 years. Mr. Beaty’s reason for re- 
signing is his desire to spend more time 
with his family and his future plans are 
to remain with the company in another 
capacity. 





Life Agency Notes 











The Northern Life has appointed G. H. 
D. Bryson to be agency manager for the 
eity of Toronto, succeeding William 
Warren, who will in future devote his 
time to personal production. 

A. W. Brown, for 23 years district 
manager at Davenport, Ia., for the Mu- 
tual Life of New York, with which he 
has been connected 43 years, will retire 
July 1, because of failing health. 

Cc. R. Wallace, for three years district 
agency supervisor, has been appointed 
general agent for the Mid-Continent 
Life at San Antonio with offices at 1110 
Alamo National Bank building. 

Lawrence Fritz has been appointed 
general agent for the Central States 
Life for San Antonio. He will work 
under the direction of J. J. Wortham, 
Texas agency supervisor, with offices at 
810 Travis building. 
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Made Union Central 


Manager in Arkansas 




















J. J. HARRISON 


The Union Central Life has appointed 
James J. Harrison, formerly executive 
vice-president of the Home Life of Ar- 
kansas, as Arkansas agency manager to 
succeed C. G. Price, who resigned some 
time ago after a long and honorable 
career in the Union Central organiza- 
tion. Mr. Harrison will have a terri- 
tory which will also include two coun- 
ties of Missouri and four counties of 
Oklahoma. 

Mr. Harrison was for three years a 
member of the executive committee of 
the Life Insurance Sales Research Bu- 
reau. His sport hobby is football, a 
game which he has played and coached. 


Joined Home Life in 1922 


A school teacher after his graduation 
from Hendrix College, Mr. Harrison 
enlisted for military service and rose to 
the rank of major of infantry. He was 
sales manager of a Little Rock print- 
ing company after demobilization until 
1922 when he joined the Home Life of 
Arkansas as agency supervisor. He 
was advanced to executive vice-presi- 
dent and was in charge of the company 
during the negotiations which resulted 
in its sales to the Central States Life of 
St. Louis. 

Mr. Harrison has appointed J. W. 
Cooper field supervsor. W. L. Snapp 
will continue in charge of the Fort 
Smith district. 











CENTRAL WESTERN STATES 














Illinois Bills Which Passed 
Assessment Companies, Burial Insurance 
Societies Will Be More Strictly 
Regulated If Governor Signs 








Among the bills of interest to life in- 
surance which were passed by the IlIli- 
nois legislature, which has just ad- 
journed, is one prohibiting assessment 
life companies from offering stock of life 
insurance companies in the process of 
organization as an inducement to become 
a member of such company. 

Another bill brings mutual benefit as- 
sociations under the supervision of the 
department of trade and commerce and 
specifies that any that may become in- 
solvent should be liquidated by the state 
surance liquidation bureau. 


Regulating Investments 


Burial insurance societies would be 
brought under the supervision of the de- 
partment of trade and commerce. 
would be required to file annual reports 
with the department. 


‘The act prohibiting misrepresentation | 


They | 


by life insurance companies would apply 
to all insurance companies. 

Another bill would prohibit the invest- 
ing of capital or surplus of insurance 
companies in the stock of industrials, 
other than preferred or guaranteed stock 
of such companies which have earned 
through each of the five years previous 
a sum applicable to a dividend equal to 
at least 4 percent on all of its capital 
stock or upon the value at which such 
stock was issued, provided, however, 
that no life insurance company shall in- 
vest in more than 10 percent of the total 
stock or 5 percent of its assets in such 
stock of any one such manufacturing 
corporation, 

The fraternal insurance act is amended 
under another bill permitting societies 
having more than 500 membership to 
come under its provisions without reor- 
ganization by adopting and filing with 
the director of trade and commerce a 
resolution. 

Another bill requires deposit of re- 
serves and registration of life policies 
|and provides for the register to show 
| any liens against such policies. ; 
The agents’ qualification bill, which 








“INCOMES” In The Spotlight 





Never before during this generation have “in- 
comes” played such an important part. Never 
before in this country have so many people 
been without regular incomes. This 
gives a man a new appreciation 
of his health and his job. 
It brings a 


new ap- 


preciation of 


INCOME PROTECTION 


The B. M. A. 
All-Ways policy, 
replacing a man’s in- 
come in event of disability 
caused by sickness or accident, 
and providing for old-age-independ- 
ence, has a new significance. There is a 
new demand for Income policies, and B. M. A. 


salesmen are meeting that demand with the now 


famous All-Ways policy . . 1. 1. 2. 1 2 wee 


“It Pays All-Ways and Always” 





BUSINESS MEN’S 
ASSURANCE COMPANY 


KANSAS CITY, MISSOURI 
W. T. Grant, President 


More than $24,000,000.00 in Benefits Paid since 


organization. 


More than $91,000,000.00 Life Insurance in force. 
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if you want— 


—Unrestricted Territory 
—Vested Renewals 


—Agency Building 
Opportunity 


—Home Office 


Co-operation 


then you want 


Agency Contract 
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as issued by 


Natjhwvnal 





Insurance Company 


MADISON, WISCONSIN 
Address W. J. Wandrey, Secretary and Agency Manager 




















W. J. SHAW 


Ww. L. MOODY, Ill 
Secretary 


Vice-President 


SHEARN MOODY 
Vice-President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Assets $43,535,337.85 
6,100,953.69 


We Have Openings for Live Men in 


W. L. MOODY, JR. 
President 


J. B. MILLS 
Asst. Vice President 


Surplus 


Kansas Minnesota Texas 
Kentucky North Carolina West Virgina 
Michigan South Carolina 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 
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was amended at the instance of Illinois 
life companies and agents, to eliminate 
licensing of life insurance agents was 
passed. There is some question in life 
insurance circles as to whether agents 
representing life companies, which also 
do a health and accident business, are 
exempt from the provisions of this bill. 


Stirred Up a Hornet’s Nest 





Mayor of Flint Draws Fire by Recom- 
mending One Life Company to 
City Employes 


FLINT, MICH., June 25.—Mayor 
McKeighan has stirred something of an 
insurance hornet’s nest, it appears, by 
his recent action in dispatching letters 
to about 1,000 city employes recom- 
mending that they take insurance on the 
payroll deduction plan and preferably 
patronize the Lincoln National Life, 
whose plan is characterized by the 
mayor as “the most complete.” 

News that the letters had been sent 
out brought immediate protest from the 
Flint Association of Life Underwriters, 
a committee from which waited upon 
the mayor to ask an explanation of his 
action. M. L. Schmidt headed the com- 
mittee. It was contended that the com- 
mission on the business will all go to 
Frank Freeman, state agent for the com- 
pany with offices in Detroit and that 
Earl Messinger, Flint agent of the com- 
pany, will riot share in the commission. 

The mayor and other city officials 
gave the protestants little satisfaction. 
The executive said the other agents were 
evidently irate because Mr. Freeman 
had “stolen a march” on them but that 
he could see no reason why he should, 
as requested, write similar letters rec- 
ommending the services of other com- 
panies. It was agreed that names of 
the city employes would be available to 
all of the agents if they wished to make 
a canvass for the same type of business. 

The Lincoln National Life plan was 
recommended, C. J. Scavarda, acting 
city manager said, by a special angen 
tee which studied a proposal that city 
employes be covered by group insurance. 
When no city funds were available to 
share the expense it was decided to rec- 
ommend the salary deduction scheme as 
an alternative, he indicated. Mr. Schmidt 
said this committee’s report that it 
could not give further consideration to 
a group plan had been taken as final 
by the other agents and the fact that an 
alternative was considered was not re- 
vealed to other company representatives. 


Madden Agency Summer School 


The Madden Agency of Milwaukee, 
state manager of the Kansas City Life, 
will hold a three day summer camp 
school July 9-11 at Lac du Flambeau. 
Dix Teachenor, million dollar producer 
of the company, will conduct some of 
the sessions as will Frank Barr, super- 
intendent of agents, and C. N. Sears, 
secretary. L. E. Madden, head of the 
agency, is showing a very fine record. 


Ayres and North at Dayton 


The country has become “insurance 
wise” in the past few years, which is a 
big factor in the tremendous develop- 
ment in insurance, ——- within 
the past decade, F. O. Ayres, first vice- 
president meee Life, declared 
while on a visit to the Dayton, O., office 
with C. J. North, superintendent of 
agencies. 

“People have a different conception of 
insurance,’ he said. “They realize more 
and more that their policies are worth 
the face value in cash and that cash is 
guaranteed, that the policies have no de- 
preciation.” 


Honor McMillen at Milwaukee 
MILWAUKEE, June 25.—C. L. Mc- 


Millen, for the past 12 years home office 
general agent for the Northwestern Mu- 
tual Life in Milwaukee and Waukesha 
counties, and recently appointed a gen- 
eral agent in New York City metropoli- 








Honor Ohio Veteran 














CHARLES UNGER 


Charles Unger of Mansfield, O., 25- 
year veteran of the Western & Southern 
Life, was honored with a banquet there 
June 20. After serving his company 
nine years in Cincinnati and seven years 
in Richmond, Mr. Unger was placed 
in charge of the Mansfield district, which 
he has placed ye" the company’s 
leaders. President C. Williams pre- 
sented Mr. Unger an gold emblems 
signifying 25 years of continuous serv- 
ice. Those present at the celebration 
were the Mansfield staff and their wives, 
representatives from Galion, Ashland, 
Mt. Vernon and officials from the home 
office. 





tan territory, was guest of honor at a 
dinner given by the Milwaukee agents 
Friday evening. 

Speakers included Vice-President M. 
J. Cleary; C. H. Parsons, superintendent 
of agencies; Victor M. Stamm, Mr. Mc- 
Millen’s successor as general agent here; 
Dr. C. E. Albright, star producer of the 
Milwaukee agency, and A. J. Earling, 
who spoke on behalf of the younger men 
in the agency, and particularly in honor 
of William Allen, Jr., and R. E. Jones, 
who are accompanying Mr, Mc Millen to 


New York. 


Writes Million Dollar Case 


Million dollar cases are not so num- 
erous these days. R. Stevens of 
Evansville, Ind., agent of the Sun Life 
working under Manager W. Atte- 
berry, wrote a million dollar policy on 
L. D. Johnson, vice-president and gen- 
eral manager of Mead Johnson Com- 
pany of Evansville. This was a busi- 
ness policy on the ordinary life plan. 
Mr. Stevens received settlement with the 
application. He is a leading agent in 
Evansville and has specialized on busi- 
ness insurance. In addition to this case 
Mr. Stevens has paid for over $1,000,000 
of new business during the year. 


Illinois Life Sales 


Life insurance sales in Illinois for 
May were $62,296,000, or a decrease of 
$5,031,000 from the previous month and 
a decrease of $14,431,000 compared with 
the figures for May, 1930, according to 
the Illinois chamber of commerce. This 
brings sales for the first five months to 
$314,563,000 compared with $373,685,000 
for the like 1930 period. 


Burial Societies Under Life Law 


Governor La Follette of Wisconsin 
has signed a bill making the laws gov- 
erning legal reserve life companies apply 
to persons conducting burial insurance 
business. 


J. G. Morey, Detroit general agent 
Guardian Life, has moved his offices 
from the Eaton Tower to 704 United 
Artists building. 
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St. Louis Managers’ Election 


Squires Named President of Association, 


Succeeding Ira Fisher, Fooshe 





Vice-president 
E. G. Squires, agency manager for 
the Bankers Life of Des Moines, has 


been elected president of the General 
Agents & Managers Association of St. 
Louis to succeed Ira Fisher, Penn Mu- 
tual Life. C. R. Fooshe, Prudential, 
was elected vice-president to succeed 
Mr. Squires. J. J. Crowley, Pacific Mu- 
tual Life was reelected secretary-treas- 
urer. 

C. O. Shepherd, vice-president and 
actuary of the Missouri State Life, was 
the principal speaker at the June meet- 
ing. He discussed present conditions 
and the outlook for life insurance in the 
remaining months of 1931. 


Leaver Heads Des Moines Club 


J. H. Leaver, Missouri State Life, was 
elected president of the General Agents 
& Managers Club of Des Moines at its 
annual meeting. He succeeds M. L. 
Seltzer, Aetna Life. L. W. Basham, 
Penn Mutual, was named vice-president 
and L. W. Secor, Great Western, re- 
elected secretary-treasurer. 


Kansas Insurance Day in Fall 


Tentative plans are being formed for 
the fourth Kansas Insurance Day, to be 
held probably in October. Frank L. 
Britton, executive vice-president of the 
Preferred Risk Fire of Topeka, is presi- 
dent of the Kansas Insurance Day As- 
sociation having been elected at the 
meeting in Hutchinson in May, 1930. 
Clayton Mammel, general agent of the 


vice-president, 


state agent of the Hanover Fire, is sec- 
retary-treasurer. Meetings have here- 
tofore been held in the spring but it is 
believed that the attendance can be in- 
creased by the change in date. 


Kelly Opens New Office 


John J. Kelly, life insurance man in 
St. Louis for 38 years as a general and 
special agent, has opened offices as a 
life insurance counselor at 1224 Chemi- 
cal building, St. Louis, with several as- 
sociates. 

Until recently Mr. Kelly was general 
agent in St. Louis for the State Mutual 
Life. He held that position for 28 years. 
Prior to his association with the State 
Mutual, Mr. Kelly for ten years was 
special agent for the ordinary depart- 
ment of the John Hancock Mutual in 
St. Louis. Associated with him are E. 
J. Murphy, J. J. Klohr 
Krause, all formerly with 
Mutual. 


Start Home Office School 


A school for home office employes of 


the 


experience. 

The purpose of the school is to give 
the home office workers a broader prac- 
tical knowledge of the entire subject 





lished 





and A. D. | 


State | 


the Continental Life of St. Louis has 
been formed with Actuary A. B. C. 
Mott as instructor. M. T. Mifflin, edu- | 
cational director, will also give the 
class the benefit of his knowledge and 


of life insurance and the science of life 
insurance underwriting Sessions are 
to be held every two weeks. 
Offers Actuarial Service 
Tom b. filers of Omaha has estab- | 
the Eilers Company, $100,000 


' capital, for supplying examinations and | 


actuarial service for life companies and 




















Farmers & Bankers Life of Wichita, is | organizations. He has associated with 
and H. O. MclIntosh,' him Lyle M. Eilers. 

IN THE SOUTH AND SOUTHWEST | 

Florida Manager pany officials, similarly charged, have 


Coffin Is 


Maccabees Also Make a Number of 
Other Appointments of District 
and Assistant Managers 


A. M. Coffin of Miami, Fla., who has 
been connected with old line companies 
for a number of years, has recently 
been made state manager for the Mac- 
cabees in Florida. He is organizing the 
state into districts and appointing dis- 
trict and assistant managers. Recent 
appointments are: H. S. Brannen, for- 
merly with the Sun Life; H. L. Cub- 
berly, formerly with the Aetna Life; 
J. F. Hartley, formerly with the Sun 
Life; Carl Pfeiffer, formerly with the 
Prudential. L. O. Bogenreif is district 
manager of the Maccabees at Orlando. 


Would Regulate Promotions 
MONTGOMERY, ALA.,, June 24.— 


A bill regulating the promotion of in- 
surance corporations and the sale of se- 


curities has been introduced in the Ala- | 


bama house. It is claimed the bill is 
Practically a copy of the New York law 
with modifications to suit conditions in 


Alabama. 


Ask Receiver for Sunshine Life 


Upon application of Mrs. Ida S. Wal- 
ton of Okeene, Okla., a hearing on ap- 
pointment of a receiver for the Sun- 
shine Life of Oklahoma City will be 
held June 26. E. M. Rominger, former 
head of the company, is under $2000 
bond on a charge of obtaining property 
under false pretenses. Two other com- 


not been apprehended. 


South Carolina Tax Increased 


Governor Blackwood of South Caro- 
lina has signed the bill providing for an 
additional 1 percent tax on insurance 
premiums. The 1930 legislature passed 
a similar bill but it was vetoed by then 
Governor Richards. 





News of Pacific 
| Coast States 








Salesmen Hold Conference 








Business Men’s Assurance People from 
Four States Held Meeting at Salt 
Lake City 


The eleventh of a series of sales con- | 


ferences being held by the Business 
Men’s Assurance in key cities was held 
in Salt Lake City. Vice-President J. C. 


Higdon, Director of Field Service B. A. 
Hedges and Chief Claim Adjuster L. L 
| Graham were in attendance. 
Sales Presentation Contest 
| Organized sales presentations was | 


| the featured topic for discussion. A 
contest with cash prizes for the win- 


{ners of memorized sales presentations | 


| > : 
| The affair was concluded with a ban- 


quet at which President C. R. Marcu 
the Pacific National Life and 


son of 


|was the high point of the conference. | 





“NEVERTHELESS” 


Order Agents who work chiefly among 
business men are louder complainants of the times 
than are the new, the young agents. 


Day after day these older Agents are gloomed by 
the pessimism of business men on whom they call, 
resulting in a paralyzing ‘‘What’s the use?”’ attitude. 
Young, new Agents, on the other hand, solicit among 
salaried men and women, who are not bearing the 
burden of business, and are assured of the continu- 
ance of their incomes. The atmosphere in which 
these youngsters work does not depress and does not 
smother industry. 


Nevertheless the undaunted older men prosper by 
driving home among the moneyed the investment 
merits of life insurance, and among business men 
the prudence of protection during this period when 
uncommonly heavy obligations would bankrupt the 
businesses and the estates of the carriers if death 
should come before normal prosperity returns. 

Be the depression what it may for others, it is 
unquestionably a psychological one, to a large de- 
gree, for the life underwriter. 


THE PENN MuTuAt LIFE INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 


Independence Square Founded 1847 























SIXTY YEARS of PROGRESS 


1871 1931 


Statement for 1930 


New Assurances Paid for.$ 705,678,000 
Total Assurance in Force. 2,863,701,000 
Surplus and Contingency 
Reserve rer 36,532,000 
a 8 
Liabilities (including 
Paid-up Capital Stock).. 








SUN LIFE 
ASSURANCE COMPANY 


of CANADA 


Head Office: Montreal 
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Atlantic representatives can guarantee clients 
a retirement income through either our 
Guaranteed Retirement Income Contract 
or our varied Endowment Contract plans. 


ATLANTIC LIFE INSURANCE CO. 


Angus O, Swink, President 
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ATLANTIC 


ADVANTAGES 





Richmond, Virginia 


Honestly, It’s the Best Policy 
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Wm. H. Harrison, Vice Pres, & Supt. of Agencies 





Commissioner McQuarrie of Utah were 
the principal speakers. 
Thirty-five salesmen from Utah, Ida- 
ho, western Wyoming and eastern Ne- 
vada were in attendance, led by W. M. 


Jones, branch manager. Mr. Jones is 
one of the veteran B. M. A. managers, 
his entire career of 15 years having 
been spent with this company. He is 
also active in insurance organization 
work and is president of the Utah Life 
Managers Association. 

Hoyt Leisure’s Fine Record 

Hoyt M. Leisure of the Occidental 


Life of Los Angeles in his home city 
made a remarkable record in May. He 
secured one application for $250,000, two 
for $200,000 each, four of $50,000 each, 
one of $26,000, one of $15,000, one of 
$12,000, eight of $10,000 and then lesser 
quantities to make up the million. Last 
year he produced $1,810,400. 
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cessful, 
Our experience in Life underwriting has been that the 
not a good Conservation man, neither is the Conservation representative a good 
Life agent. 





SERIES NO. 10 


regarding the conservation and 
reclamation of life insurance 


MR. LIFE INSURANCE EXECUTIVE: 


ONSERVATION is just as important as acquiring new business. The suc- 
rofession all his own. 
ife Insurance agent is 


trained conservation representative has a 


In connection with Conservation work our records show a large percentage of 
new business written in servicing policyholders whether they have a loan, ex- 
tended insurance, or small paid up policies. Results are what you require. 


The following is what we have accomplished in three typical cases: 
Company A: 
785 new 
1929, less t 
Company B: Campaign started January 1, 1931. 
422 new policies written. 


Company C: Campaign started March 15, 
319 new policies written; 526 juvenile applications secured. 


5,600 policyholders interviewed. 
Olicies written; 
1 per cent. 


1931. 


Cash received with every transaction. This eliminates temptation to lapse. Be- 
cause of conditions existing for FI ,- two years every impaired policyholder should 

+ build good will that never can be dissipated, 
besides securing much new and increased business. 


personal call. 


We do handle conservation and reclamation work much 
differently than any method you are now acquainted with. 
Our system which has proven successful with other com- 
Your inquiry re- 


panies can also be extended to yours. 
garding this work will bring a prompt response. 


DEBARRY & ASSOCIATES, INC. 


INSURANCE COUNSELORS 


222 WEST ADAMS STREET, CHICAGO, ILL. 


4,945 policies re-arranged; 
lapsation since campaign started September, 


1,664 policies re-arranged; 


1,944 policies re-arranged; 























Liberalization Announced 





Travelers Puts Women on Same Basis 
as Men and Raises Maximum 
Limit 





Liberalizations in the reimbursement 
form of accident insurance for hospital 
benefits, originated by the Travelers, are 
announced by that company. 

The policy, which has been applicable 
to men and women, but in the age 
groups of 18 to 65 and 18 to 59 respec- 
tively, has been changed to include 
women in the same age classification as 
men. This change as respects women 
has been made by the company in view 
of the fact that women with practically 
the same exposure to accidents as the 
men of the house require the protection 
offered by the policy in the higher ages 
the same as men. 

With the experience of the company 
under the reimbursement or family pol- 
icy showing that in cases of serious in- 
juries $2,000 reimbursement is no more 
than adequate, the Travelers in its 
changes of the contract has made it pos- 
sible for agents to write higher amounts 
of reimbursement in connection with the 
principal sums than heretofore. Pre- 
viously the amount of reimbursement 
offered was 10 percent of the capital 
sum, while the policy liberalization now 
permits the writing of any amount of 
reimbursement from $500 to $2,000 in 
connection with $5,000 capital sum. 


New Premium Rates 


New premium rates also have been 
made for the policy, with the result that 
excess or additional reimbursement can 
now be obtained at a lower rate than 
the initial $500 of reimbursement. 

In the announcement of the policy 
changes to representatives, Secretary 
Ahern pointed out that the reimburse- 
ment policy is of interest to the wives, 
sons and daughters of present policy- 
holders and that it can be used to sup- 
plement the protection offered by other 
policy contracts already in force among 
policyholders. The policy covers all 
kinds of accidents, whether occurring in 
automobiles, in and around the home, 
on the street, or while engaged in recre- 
ation, and pays in addition to dismem- 
berment and loss of eye benefits the 
actual expense of the cost of medical or 
surgical treatment, hospital confinement, 
and the services of a trained nurse up 
to the amount of the reimbursement pur- 
chased. In addition special benefits are 
provided for a schedule of specific in- 
juries. 


Made Assistant Secretaries 


F. W. Benjamin, manager accident 
and health department Commercial Cas- 
ualty at the home office; P. G. Garey 
and William Wollny of that department 
have been appointed assistant secretaries 
of the accident and health department 


of both the Commercial and Metro- 
politan Casualty. 

R. H. Brusoe has been made super- 
intendent of the accident and health 
claim department of the Metropolitan 
Casualty and Commercial Casualty. 


Hulme Goes to the South 


L. L. Hulme, divisional supervisor of 
the monthly premium department of the 
American Bankers at its head office in 
Jacksonville, Ill., has been made resident 
vice-president with headquarters in Ten- 
nessee, taking charge of the monthly 
premium business. Mr. Hulme will 
cover the south. 


Standard Policy Bill Killed 


MADISON, WIS., June 25.—The 
bill to require a standard accident and 
health policy form in Wisconsin was 
killed on the vote for final passage in 
the senate, 17 to 16, after having been 
advanced to engrossment by & tie vote, 
14 to 14. Reconsideration was then re- 
fused, making it impossible to bring the 
bill up again. 

A companion bill embodying the same 
provisions was introduced in the lower 
house but is believed not to have any 
chance of success there. 








NEWS OF LIFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. nting the “Unique Manual- 
Digest.” annually in May at $4.00 and the 
“Little published annually in April at $2.00 | 




















New Kansas City Life Forms 





Announces Juvenile Policies and Income 
Endowments at 60 and 65 
for Adults 


The Kansas City Life has introduced 
a set of ten juvenile policies and in- 
come endowments at 60 and 65 for 
adults. 

Death benefits on the juvenile forms 
are $200 for each year of age at death 
up to $1,000 at age 5. Waiver of pre- 
mium in event of death or disability of 
the parent may be added for a small 
extra premium. 

Income endowments provide $1,400 
insurance or the cash value if greater, 


to age 60 or 65 as the case may be. 
After that date there is payable a 
monthly life income of $10 per $1,000 
guaranteed for at least 100 months. 
Cash value at maturity of the age 60 
form is $1,375 and the age 65 form 
$1,200. 


The rates are: 
Income Endowment at 


“ae Age Age Age 
Age 65 Age 60 65 
ee $16. 21 eee. 80 a $41.25 $30.88 
ibe wae 56 54.56 38.86 
20 ety 77.52 51.07 
ee 5. 123.98 72.01 
Bec cece 32.5 soon Sec 
Age of Child 5 9 
End. at 16 81.60 $132.95 
End. at 74.00 114.95 
End. at 67.55 100.95 
End. at 62.10 89.40 
End. at 57.35 80.70 
End. at 53.15 73.15 
15 Pay. 23.45 23.05 
20 Pay 19.25 19.00 
20 Pay 31.90 31.00 
20 Year 40.80 40.10 





Life & Casualty 


The Life & “asualty has announced a 
new whole life policy, providing liberal 
death and disability benefits, to be is- 
sued to first class colored risks. The 
policy may be issued in amounts of $500. 
The company withdrew from this field 
some years ago on account of the un- 
favorable mortality experience on that 
class of business, but believes that the 
reason for this experience was the lack 
of care exercised by the agents in sé- 
lecting first class risks. 


Pacific Mutual Life 


The Pacific Mutual Life has designed 
a special contest policy to be used the 
last two weeks of the June contest in 
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A new book on salesmanship 





WRITING INDUSTRIAL INSURANCE 


By James P. Heron 





* 


THE NATIONAL UNDERWRITER COMPANY an- 
nounces the publication of a new book on Life Insur- 
ance Salesmanship, entitled "Writing Industrial Insur- 
ance." 


It deals almost exclusively with Industrial Insurance 
Writings and is intended solely for the man ‘on the 
debit." It is one of the few books ever presented to 
the insurance world with the express purpose of aiding 
the Industrial Agent. 


The author has been intimately associated with Indus- 
trial Insurance for almost thirty years. His experience 
as an Agent, as an Assistant Manager and as a Man- 
ager of one of the large Companies enables him to 
deal authoritatively on the subject of "Writing Indus- 
trial Insurance.” 


The book is in three parts: 


How to Develop the Debit 


Part I is intended to instruct the Agent how to develop 
business on his debit. This division consists of a series 
of canvasses so designed that the Agent is enabled to 
develop Prospects, uncover their needs, and present a 
"service" for those needs that practically guarantees a 
“sale.” It is intended that the Agent will take canvass 
after canvass described in this division until he has 
exhausted all the prospects on his debit on each can- 
vass. This will not only increase his production, through 
a methodical, systematic working of his debit, but will 
also furnish him with a variety of canvasses, so that the 
moment that he meets a prospect, there should flash 
through his mind the canvass that would be the most 
suited to that prospect's needs. 

Possibly the greatest difficulty that industrial men ex- 

perience in the field is not so much the writing of 

business, as the finding of “Prospects.” An Agent 


must first secure “Prospects before he can write his 
insurance, 


This book strives, not only to show the agent where he 
can find his “prospect,” but also to furnish him with 
the canvass to present to that prospect. 


Canvassing New Families 


Part Il treats on the canvassing of new families. Can- 
vassing new families should form an integral part of an 
Agent's duties. With our present large debits afford- 
ing unlimited prospects and leads, there is a disposition 
on the part of field men to neglect the canvassing of 
new families. 


x * * 


* 


We are all prone to follow the line of least resistance. 
The average agent finds it more congenial to seek his 
new business in the homes where he collects and where 
he is already acquainted, than to ring the door-bells 
of new families. 


This division furnishes the Agent with suggestions and 
approaches to “New Families’ that practically elim- 
inates the old method of “straight” or “raw” can- 
vassing. 


Planning the Work 


Part Ill helps the Agent to plan his work. dae | 
more men fail in the insurance business through lac 
of intelligent planning of their work, than for any other 
reason. An agent will follow a certain method or 
system in the collection of his debit, week after week, 
because he is, in a manner, compelled to do so. Yet 
he will fail to realize that it is just as necessary to have 
some method or plan to his canvass for new business. 

How often have we observed Agents lounging around 

the office, loitering in the streets, with no place to go, 

no person to see, no prospects, when a half-hour's 

thoughtful examination of their Collection Book 

would disclose to them more prospects than they 

would be able to interview in a week. 


No agent is doing himself justice in the insurance 
business who has not, at the beginning of each week, 
a carefully planned week's work, and at the beginning 
of each day, a good list of Prospects to interview, 
and a thorough preparation of the canvass he intends 
to present to them. 


This division not only furnishes the Agent with sug- 
gestions for the planning of his weekly, daily and 
evening canvasses, but also, the necessary forms for 
i. this purpose. 
The new Agent entering the insurance business may, by 
mastering the different Canvasses explained in Part |, 
and following the instructions contained in Parts Il and 
lll, find a clear and definite road which will insure his 
success. 
The experienced Agent, when production is slow, or 
the writing of applications resists his best efforts, in 
fact, when he is in the "dumps," may, by turning to the 
Canvasses in Part |, find some forgotten Canvass which 
will give him new initiative and courage to rise to 
greater heights and happiness. 


Insurance Book House, 
The National Underwriter Co., 


420 East Fourth Street, 
Cincinnati, Ohio. 


return within ten days. 


err rr rere ett is cre: eT 


Send me on ten days approval as soon as issued copy of “Writing Industrial 
Insurance” at the retail price of $1.50. If | order a quantity later at the $1.00 
quantity rate this copy is to be included at that rate. If not wanted | agree to 
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you want to represent 
a company offering... 


quick service 
fair dealing 
personal attention 
active help 
home office cooperation 
attractive policies 
practical suggestions 
you need not look farther. The Shenandoah 


Life offers all these attractive features. 
Write Charles E. Ward, agency manager. 


W. L. ANDREWS 
Sec’y-Treas. 


E. LEE TRINKLE ° 
Vice-Pres, 


R. H. ANGELL 
President 


SHENANDOAH 


LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 

















ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 
Participating and Non-Participa Petco tien and Women on Equal Terms—Total 





Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Libera! 
Contracts and Special Producer’s Clubs 





Ut You Are for a General Agency There ts Desirable T Open te 
* JOWA_NEBRASKA-MINNESOTALAND SOUTH DAKOTA 
THE OLD LINE 


CEDAR RAPIDS LIFE INSURANCE ¢ COMPANY 


COL. C. B. ROBBINS, Pree. a eee oe a ae, Secy. 
CEDAR RAPIDS, IOWA 














1851 ‘*Eightieth Anniversary Year’’ 1931 
Co-operation - Sincerity - Service 
Our Motto for 80 Years 
Ask Any Berkshire Agent 


BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 














THE UNITED STATES LIFE 'Ssyrany- 
Organized 1850 In the City of New York Non-Participating Policies Only 


Over 78 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 





HOME OFFICE: 156 Fifth Avenue, New York City 

















which the agency organization is en- 
gaged in honor of President G. I. Coch- 
ran and Vice-President R. J. Mier. It 
is a readjustment income policy and 
provides $100 per month to the benefi- 
ciary for two years following the death 
of the insured. 





Mutual Life of New York 
The Mutual Life of New York has 
revised its rules regarding writing pas- 
sengers on regular scheduled air trans- 


portation lines as follows: 

No. of Flights Per $$1,000 Limit 
1 to 10, ine. None $200,000 
1 to 20, ine. None 150,000 
21 to 30, ine 2.50 100,000 

31 to 40, ine. 5.00 75,000 

41 to 50, ine. 5.00 50,000 

Over 50 *2.50 25,000 





*Additional for each 20 flights. 

The company’s practice of extreme 
caution in the matter of disability bene- 
fits for such risks remains unchanged. 


Penn Mutual Life 


The Penn Mutual Life is withdrawing 
its “participating life income” policy 
which was sold readily and was pri- 
marily an investment proposition. Most 
of the companies getting out these con- 
tracts have withdrawn them on the 
ground that they concentrated too great 
a percentage of the assets in call loans 
in time of emergency which might be 
very embarrassing. The Sun Life closed 
out its contract of this character some 
time ago and others are taking the same 
course. 








ASSOCIATIONS 




















Wood Heads Oklahoma Body 


Todd Named Vice-President and Mar- 
shall Treasurer—Buchholz Says De- 
pression Is Challenge 








OKLAHOMA CITY, June 25.—J. A. 
Wood, general agent Aetna Life, was 
elected president of the Oklahoma As- 
sociation of Life Underwriters at the 
June meeting in Oklahoma City. J. A. 
Todd, general agent Central Life of 
Iowa, was named vice-president; E. W. 
Marshall, general agent Bankers Life 
of Iowa, treasurer, and Josephine B. 
Lincoln, special agent Equitable Life 
of New York, was reelected secretary. 

The feature of the meeting was a 
message on “How to Write Life Insur- 
ance During Hard Times” by W. A. 

3uchholz, special agent New York Life. 
Mr. Buchholz has written more than a 
million of new business since Jan. 1, 
although he was ill for more than two 
months of that period. He considers 
the depression a challenge thrown down 
before every life underwriter, which 
should stimulate to greater effort than 
he has ever put forth before. 

* * * 

Indianapolis—New officers of the In- 
dianapolis association were announced 
at the meeting last week: President, 
J. P. Meek, Indianapolis Life; first vice- 
president, E. A. Crane, Northwestern 
Mutual; second vice-president, Ralston 
Jones, Aetna Life; secretary, Martin 
Lammers, American Central Life; treas- 
urer, D. EB. McDonald, Life Insurance 
Company of Virginia. J. G. Wood con- 
tinues as executive secretary. New 
members of the executive committee are 
Ralston Jones, Ward Hackelman, Ernest 
Crane, Joel T. Traylor, Roy VanBuren, 
W. B. Cox, W. W. Harrison. 

Retiring President H. J. Luckey pre- 
sided. It was announced that the mem- 
bership had reached 617 and that within 
the month it would be close to 700. Last 
year the Indianapolis association took 
first prize at the national convention for 
membership increase and this year has 
come back with another substantial in- 
crease of more than 100 over last year, 
an unusual record. 

A one-act playlet, “Robinson Crusoe,” 
was presented by C. C. Robinson, editor 
of the “Insurance Salesman”; Norman 
Green, secretary of the Hoosier Casualty, 
and his brother, Edward Green, just 
graduated from Butler University. 

ees 2 

Kansas City, Mo.—J. H. Mickey, gen- 
eral agent State Mutual and general 
chairman of the recent Kansas City Sales 
Congress, was elected president of the 
Kansas City association at the annual 











NO DEPRESSION 
for this man 


He sells something that everybody 
needs—the protection afforded by United 
Life policies which contain ALL IN 
ONE CONTRACT: 


LIFE INSURANCE WITH DOU- 
BLE AND TRIPLE INDEMNITY 
FOR ACCIDENTAL DEATH. 
NON-CANCELLABLE, NON-PRO- 
RATABLE WEEKLY ACCIDENT 
INDEMNITY. 
WAIVER OF PREMIUMS AND 
MONTHLY INCOME FOR TOTAL 
AND PERMANENT DISABILITY. 
In addition to attractive policy con- 
tracts in the form of ordinary life, lim- 
ited payment life, endowments, monthly 
income, educational endowments, and 
juvenile insurance he offers 
THE INCOME INDEMNITY CON- 
TRACT—THE NEVER FAILING 
SUBSTITUTE FOR THE SALARY 
CHECK 


His advice to ambitious agents is 
this: Get in touch immediately with 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


If you reside in Ohio. Illinois, Indiana, 
Kentucky, Louisiana, Pennsylvania, Tennes- 
see, West Virginia or the District of 
Columbia 


Write for Sample and Particulars 
This is one of E32 unique contracts 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 
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meeting, succeeding H. A. Hedges, 
Equitable of Iowa. E. G. Mura, Massa- 
chusetts Mutual, is first vice-president; 
W. E. Pendleton, Lincoln National, sec- 
ond vice-president; F. E. Bolin, Business 
Men’s Assurance, secretary-treasurer. 

The Aetna Life representatives for the 
second year won the golf tournament 
trophy, although golfers representing 
Mill, Gentry & Mill, New England Mu- 
tual general agents, ran them a close 
second. 

x * * 

Columbus, 0.—The Columbus associa- 
tion is holding its annual meeting June 
26. Warren H. Smith, State Mutual Life, 
Cleveland, will speak on “Changing 
Plans to Meet Present Day Conditions.” 
J. W. Ray has been nominated for presi- 
dent; A. E. Houstle, vice-president; Ely 
D. Miller, secretary, and J. Boyd Davis, 
treasurer. Candidates for national com- 
mitteeman are 8S. R. Fraher, C. R. Eckert 
and H. A. Chipman. 

* * * 

Flint, Mich.—The Flint association 
conducted a sales contest during May, 
National Life Insurance Month, results 
of which have just been announced. 
M. E. Held placed first, E. V. Hoover, 
second, a mere point behind, and Paul 
Leix occupied third place. A class for 
part-time agents was also arranged, the 
winners in this division being: William 
McKinnon, first; G. V. Donaldson, sec- 
ond, and H. L. Brintnell, third. 

*x* * * 

Philadelphia—T. M. Riehle, New York 
City, Equitable Life of New York, spoke 
at the June luncheon-meeting of the 
Philadelphia association. He urged 
agents not to be afraid of the word 
“no.” “No matter how the prospect re- 
acts,” he said, “you have nothing to lose 
and perhaps something to gain. Don't 
be afraid of the ‘no’ and don’t wait for 
him to say ‘yes, I'll buy $10,000." Make 
the suggestion yourself and keep in mind 
the fact that the ‘no’ is thundered, but 
the ‘yes’ is only whispered.” 

He urged his audience to dramatize 
sales presentations and to have a defi- 
nite sales plan. He said that 85 percent 
of success in life insurance consisted of 
courage and the willingness to work. 

. 

Des Moines.—At its June meeting the 
Des Moines association decided to or- 
ganize a, membership drive. 

ee 

San Francisco.—The annual meeting 
of the San Francisco association was 
held June 25. J. M. Hamill of the Equi- 
table Life of New York served as chair- 
man of the nominating committee. 

A. J. Cleary, executive secretary to 
Mayor Angelo Rossi of San Francisco, 
spoke on “San Francisco and Young Op- 
portunities as a Life Underwriter—Today 
and Tomorrow.” 

*x* * * 

Chicago—Alexander E. Patterson, Penn 
Mutual general agent, new president of 
the Chicago association, will give a din- 
ner Friday night at the Union League 
Club to the new directors. There will 
be a special board meeting and Mr. 
Patterson will appoint standing commit- 
tees for the year. 

*x* * * 

Waterloo, Ia.—The Waterloo associa- 
tion, at its annual meeting, elected R. L. 
Short, Equitable Life of New York, presi- 
dent, succeeding Guy French, agency di- 
rector New York Life. Other officers are: 
E. A. Schaefer, first vice-president; Earl 
White, second vice-president, and C. W. 
Kirkpatrick, secretary-treasurer. Leroy 
Anderson was named executive commit- 
teeman and Fred Repass, representative 
to the National association meeting. The 
association closed its season with a fam- 
ily picnic Wednesday. 

* * * 

Mobile, Ala—J. C. Montgomery has 
been elected president of the Mobile as- 
sociation; E. A. Zelnicker, vice-presi- 
dent; Henry Toenes, reelected secretary; 
Thompson McRae, treasurer. 

* * * 

Sioux City, Ia.—At the annual meeting 
of the Sioux City association John Sho- 
walter was elected president; C. R. Gar- 
rett, vice-president; H. E. McComb, sec- 
retary; Leo Dougherty, treasurer; W. D. 
Morton, national committeeman. The 
executive committee includes W. D. Mor- 
ton, chairman; Rex Truesdell, Gus Sil- 
zer, J. D. Walsh and Ralph Nendrickson. 

Mr. Showalter became président for 
the unexpired term some months ago 
when George Rockwood was transferred 
from the city. 





* * * 


Birmingham, Ala.—A twister and re- 
bater was “convicted” at a mock trial 


Staged last week by the Birmingham 


association. The trial was highly en- 








Gives Sample of What 
Compact Agency Can Do 


E. R. Eckenrode, general agent 
of the Penn Mutual at Harrisburg, 
Pa., is giving a sample of what a 
compact and efficiently handled 
organization can do in a period of 
depression. The agency business 
last year showed a sizable increase 
over that of the year before. In 
1931 the latest figures show a gain 
of more than 50 percent for the 
first four months. This was done 
mainly in rural territory. Bulle- 
tins, quotas, contests, supervisors’ 
visitations, calls in the territory 
by Mr. Eckenrode himself, the for- 
bidding of the use of the word 
“depression” in the agency under 
penalty of dismissal, and the faith- 
ful use of Penn Mutual sales ma- 
terial are largely accountable for 
the flourishing condition of the 
agency. 











tertaining and impressed upon the 
agents the seriousness of these malprac- 
tices of the life insurance business. The 
defendant was prosecuted and defended 
by two prominent Birmingham lawyers. 

Winston Roberts, newly elected presi- 
dent, presided and announced that the 
association membership has been in- 
creased from 56 to 86 through the efforts 
of Coke 8S. Wright, membership chair- 
man. 

+ + - 


Colorado—H. O. Smith, Denver, Con- 
necticut Mutual, was elected president 
of the Colorado association at the an- 
nual meeting and frolic last week. 
Other officers chosen were: Vice-presi- 
dents, G. J. Gay, Denver, Sun Life; H.C. 
Whipple, Pueblo, Northwestern Mutual; 
Roy Sears, Greeley, Equitable of New 
York; secretary-treasurer, G. A. McTag- 
gart, Denver, Prudential; chairman ex- 
ecutive committee, C. A. Lee, Denver, 
Occidental Life of North Carolina. 

*x* * * 


Davenport, Ia.—Officers of the Daven- 
port association were elected at the an- 
nual meeting: L. J. Zoeckler becomes 
president, succeeding H. J. Plack; Henry 
Meese, first vice-president; Richard Le 
Buhn, second vice-president; M. Van 
Epps, treasurer; George Powell, secre- 
tary, and S. W. Sanford and Mr. Plack, 
members of the executive board. A. W. 
Van Houten was chosen state commit- 
teeman. 

*x* * * 

Ashland, Ky.—The Ashland associa- 
tion, at its monthly meeting, heard J. H. 
Heil, general agent Bankers Life at 
Louisville, speak on “What's Next?” Mr 
Heil dealt with life insurance as the 
best permanent investment and gave de- 
tailed facts and figures to prove its in- 


creasing value. He also spoke in de- 
tail on time control as applied to the 
time of the agent in the field 

* * * 


Miami, Fla.—At the annual meeting of 
the Miami association J. M. Lipton, 
Aetna Life, was elected president; Bruce 
Wilmarth, Metropolitan Life, first vice- 
president; William Revels, Peninsular 
Life, second vice-president; W. J. Brown, 
Mutual Life, secretary-treasurer. Direc- 
tors are Harvey Payne, W. M. Pierce, 
Cc. W. Quinn, H. C. Sweet, J. M. Powers, 
W. J. Brown and S. A. Burgess. The 
association has about 100 active mem- 
bers. 

Se & & 

Anniston, Ala.—T. M. Fowler was 
elected president of the newly organized 
Anniston association; W. H. Wilson, 
vice-president, W. M. Field, secretary- 
treasurer; P. A. Argo, Joseph Wheeler, 
J. W. Thompson, A. D. Welborn, H. A. 
Young, Jr., and M. C. Starne, directors. 

* * * 

Memphis, Tenn.—Four new directors 
will be elected Friday at the meeting of 
the Memphis association. The following 
have been nominated: Cliff Blackburn, 
R. L. Brightweil, E. R. Caldwell, Jeff 
Gros, C. S. Leavell, Joe R. T. Ransom, 
Paul Sawrie and Bolling Sibley. They 
will fill the places on the board of L. T. 
Binford, R. H. Lake, E. J. McCormack 
and S. W. Ryan. 

The election committee included Frank 
M. Hays, chairman; Miss Marguerite 
Searcy, C. Wesley Goyer, J. E. O’Calla- 
hand, Jeff Gross, Donelson M. Lake and 
M. S. Hudgins. 


R. R. Lounsbury, 
President 


George Ramee, 
Vice President, 
Supt. of Agencies 


OVER 20% INCREASE OF 
INSURANCE IN FORCE 
FOR 1930 


PERSISTENT HEALTHY GROWTH 


MODERN POLICY CONTRACTS 
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BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


Bankers National Life Building 


JERSEY CITY, N. J. 
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GOOD WILL 
CREATES 
THE BEST 
KIND OF 

BUSINESS! 


MONARCH 
WALLETS 


Ir YOU want the kind of business that 
good will creates—the friendly, profitable 
kind—present your good clients with their. 
policies inside a Monarch WALLET. The 
result will make you an optimist! 

Ask insurance men who use MONARCH 
WALLETS to tell you what they have ac- 
complished for them. They'll tell you that 
these handsome wallets of genuine leather 
are business-getters of the first rank. They 
make friends too—and that’s just what every 
insurance man needs! 


_Write us for our descriptive folder. It 
gives full information. It will give you an 
idea that will increase your July volume. 


e HAGERSTOWN LEATHER CO, /c. 
Hagerstown, Maryland. 


BUSINESS 
BUILT ON A 
BASIS OF 
GOOD WILL 
IS THE BEST 
KIND OF 
BUSINESS! 
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ACTUARIES 




















CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 

















L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














|J. Charles Seitz, F.A.1. A. 
CONSULTING ACTUARY 
Auther “A yo and ae for a Life 


Legal Reserve, Fraterna 


ons 
228 North La Salle Street 
Phone Franklin 6559 




















INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 




















MISSOURI 


ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown pains. St. Louis 


an 
800 Securities Building, Kansas City 


























NEW YORK 


MILES M. DAWSON & SON 


CONSULTING ACTUARIES 


500 Fifth Avenue New York City 


Woodward, Fondiller & Ryan 


Consultants 
Actuarial, Accounting and 
Management Prablems 


90 John Street New York 









































LIFE INSURANCE AS A PROPERTY 
INVESTMENT 
“It will revolutionize Life Insurance 





Knights Life Building 























Steady progress is being shown by 
many medium sized companies in spite 
of the fluctuations and discouragements 
of the times. While the promoters and 
economists are busy merging companies, 
or trying to, there are some that just go 
on, mind their own business, work hard 
and as a result have come out in fine 
shape. 

The new home office building of the 
Knights Life of Pittsburgh was dedi- 
cated May 27, and is now occupied by 
the company. Few outside of Pennsyl- 
vania may have heard of the Knights 
Life, but in that section it is a factor of 
some consequence. It was organized in 
1917. It now has 15 industrial districts 


three of 


in 12 cities of Pennsylvania, 
which are in Pittsburgh and two in 
Philadelphia. In the last 12 years it has 


increased its industrial business from 
$2,000,000 to $32,000,000 and its ordinary 
from $237,500 to $14,000,000. It has a 
capital of $200,000 and assets of over 
$4,000,000. 

The “north side” of Pittsburgh turned 
out en masse at the dedication to wel- 
come the new business institution to its 
midst. The building, a former residence 
of a prominent citizen, was erected in 
1911 and has been entirely remodeled 
into one of the finest offices in Pitts- 
burgh. The company now gives employ- 
ment to over 400 people. 








Investment Man 
Has Sound Advice 


(CONTINUED FROM PAGE 3) 


shape but rather to slower collections in 
payments, etc. 

“Carefully selected conservative mort- 
gage loan investments should come out 
satisfactorily in the end even though 
most companies, even under city mort- 
gages, will have to take over a consid- 
erable volume of real estate. The situa- 
tion is aggravated by the fact that there 
has been a considerable decrease in 
rental values with an adverse effect on 
holdings of real estate and their dis- 
posal in case of acquirement under fore- 
closure proceedings. 


Some Real Estate Market 


“That there is, however, a certain 
market for real estate even at this time 
is evidenced by the fact that oné of the 
leading life insurance companies reports 
that it has disposed of four parcels of 
real estate this year at a profit of $240,- 
000 as compared with 1930, when it dis- 
posed of five parcels at a profit of 
$60,000. 

“With a return to normal conditions 
most conservatively managed companies 
may be expected to dispose of proper- 
ties acquired under foreclosure without 
substantial loss if they don’t become 
panic-stricken, and they can frequently 
come out with a profit. 

“Our general investment policy, un- 
der present conditions, is to be opti- 





Form Committee 
on Rail Securities 


(CONTINUED FROM PAGE 3) 


The situation is not a serious one at 
the present moment, except for its po- 
tentialities, nor has it grown suddenly 
worse recently. President Hoover’s an- 
nouncement last week and the conse- 
quent skyrocketing of the stock mar- 
ket indicate at least a temporary opti- 
mistic attitude. But it is definitely in- 
dicated that unless something checks or 
offsets the present unfavorable trend in 
railroad earnings, many of the roads will 
be in very bad shape. 

It can be pretty definitely figured out 
just how much longer it will take for a 
number of roads to cross the line from 
solvency to insolvency at the present 
rate, and of the several factors which 
might bring an improvement, a rise in 
rates is about the only one that any- 
thing can be done about. Several roads 
have just petitioned for an increase in 
rates. 

It is also felt that a rise in rail rates 
would of itself help a great deal to re- 
store confidence, which in turn would 
stimulate an increase in rail traffic. 





mistic but to be prepared for the worst. 
This depression is like others. In spite 
of the European situation, our country, 
which is favored in so many respects, 
will solve the present depression as it 
has previous ones.” 
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Policies That 
Keep Abreast 
of the Times 





To the life man who desires 
to serve his clients with the 
proper sort of disability cov- 
erage, the line issued by this 
Company will be found to 
be completely satisfactory. 


He will find Accident and 
Health contracts as satisfac- 
tory to him as his own life 
policies. We offer life agents 
a substantial addition to 
their income. Send in the 
coupon for full information. 


MAIL COUPON 














INTER-OCEAN CASUALTY 
| tnter-Ocean 


Executive Office é 
alty Co 
| (2th Fleer p—— 4 Bidg., Cincinnati, Ohie. 
Please send me information regarding your acci- 


CINCINNATI-ONIO 
| dent and health policies. 
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Wanted! 
GENERAL AGENTS 
Chicago 
Cunteel end Seuthera UWilnsls 


St. Louis Mutual Life Insurance 


Company 


3640 Washington Blvd. St. Louis, Mo. 











Life Insurance, 


Trust Service 


now go hand in hand. Men of 
affairs demand both. Life Insur- 
ance creates the estate. Our Pro- 
tected Life Insurance Trust safe- 
guards it. 


A Special Reserve Fund of 
$2,000,000 protects principal 
and income against loss. 


Chicago Title & Trust Company 
69 West Washington St. a 
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Questions for C.L.U. Examination 
Conducted in American Universities 
in June Demand Liberal Education 


Questions used in the examinations 
for chartered life underwriter which 
were conducted in 49 American univer- 
sities and colleges last week by the 
American College of Life Underwriters 
are presented here. There were ap- 
proximately 500 candidates for the cov- 
eted degree of C. 

he examinations are in five parts, 
I dealing with the economics and prin- 
ciples and practices, II with principles 
and psychology of salesmanship, III 
with economic problems, government 
and sociology, IV with commercial and 
insurance law and the law of wills, trusts 
and estates, and V with corporation 
finance, banking and credit, and invest- 
ments. The questions follow: 


PART 1! 
(a) Economics of Life insurance 


1. Annual premium whole life or endowment insurance 
constitutes an installment plan of investment. umer- 
ate the important features of an installment plan of 
investment, and in connection with each compare the 
merits of the life insurance plan with other installment 
plans of investment as conducted by depository institu- 
tions, such as savings banks, trust companies and build- 
ing and loan associations. 

2. Nearly all of John Smith's total estate consists 
of a business enterprise, the value of which to the 
extent of 50 percent consists of (a) good-will, and 
(b) intangible investment by way of advertising ana 
the training of a personnel. Explain all the reasons 
why Smith needs life insurance to meet the above situ- 
ation. 

3. State five important and distinctly different ways 
in which life insurance can help the policyholder (as- 
suming continued life) to create a larger estate tha. 
would otherwise likely the case. Explain each of 
these creative functions of life insurance sufficiently w 
make its usefulness apparent. 

*. . . 


4. Henry Brown, aged 45, is insured for $100,000 
(taken out at age 35), half of said insurance being 
whole life insurance on the twenty payment plan and 
the other half long term endowment insurance maturing 
at age 65. Being able to pass the necessary medical 
examination, Brown is advised, on the ground of better 
financial return, to surrender this insurance, to take out 
an equal amount of ordinary whole life insurance, 
and to invest the cash surrender values and the differ- 
ence in premiums in his own business. Do you agree 
with this advice? State your reasoning fully. 

5. Explain briefly three important ways in which life 
insurance serves advantageously the cause of constructive 
organized philanthropy. 

(b) Principles and Practices 


1. Select any three of the following, and in connection 

with each (a) define the exact lability of the insur- 

company, and (b) give an economic illustration 
justifying the issuance of the contract: 

(1) “‘Joint-life policy.’’ 

(2) “Survivorship annuity policy.” 

(3) ‘Contingent’ or ‘‘survivorship policy.” 

(4) “‘Last survivor annuity.’’ 

2. Contrast “‘industrial’’ insurance with ‘‘ordinary’’ 
life insurance as regards the most important policy pro- 
visions. 

. “A,” a doctor aged 40, has a family consisting 
of a wife and two children, aged one year and three 
years respectively. His professional income is $10,000 
annually and of this at least $8,000 is devoted to cur- 
tent living. He has shares of stock worth $25,000 (at 
present market quotations), which in this period of 
depression have become nondividend issues. He also 
owns a home worth $15,000 against which there is a 
mortgage of $10,000. He carries no life insurance, but 

concedes all of the normal financial desires, 
such as higher education of children, the leaving of 
& decent unimpaired estate, etc., etc. Outline, with your 
reasons, a comprehensive insurance program for this man 
which will meet all the essential financial needs to which 
he is subject, 
. . . 

4. “A” (aged 30) earning a salary of $4,000 a year 
and without any other estate of consequence. has made 
up his mind to select one of two types of contracts, but 
is in doubt as to whether it should be a whole life 
policy or a long term endowment maturing at age 65. 
He asks you to advise him and you do so. State your 
reasons fully. 

5. According to the American Experience table of 
mortality and 3 percent interest, the net single premium 
| EX, whole life policy of $1,000, issued at age 50, is 


(a) Explain the method of computing the net annual 
level premium for this whole life policy, assuming pre- 
miums to be continuous throughout life. 

(b) Explain the method of computing.the net annual 
level premium for this whole life policy when it is 
desired to pay for the same in twenty annual level pay- 
ments, instead of allowing premiums to continue 

t e. 

(In view of the limited time available, it is not de- 
sired that you make your multiplications, —s. and 
divisions. Merely indicate all answers by letters begin- 
ning with “A” and then follow continuously with “‘B,”’ 

©,” ete. In each explanation show the method of 


a for only the first two years and the last 


ne. The problem aims to ascertain the correct- 
ness of procedure and not actual results.) 





_ Here followed a section of the Amer- 
ican Experience table of mortality and 
a table showing the present values of 
$1 at 3 percent over a period of 50 years. 
PART 11 
Life insurance Salesmanship 


1. Discuss the normal behavior and strategy of the 
prospect and of the underwriter as they usually manifest 
themselves in the sale of life insurance upon the occa- 
sion of the first interview 


2-3. Dr. John Brown, a physician, age 34, is married 
to Elizabeth Brown, age 31, and has two children, 
Harry, age 7 and Margaret, age 4. His annual income 


is $10,000, of which $8,000 is used for living expenses 
He owns his home which is valued at $15,000 but sub- 
ject to a first mortgage of $6,000; his savings bank 
account totals $2,000 and he has stocks and bonds valued 
(at current quotations) at $4,000 He now carries 
$10.000 ordinary life insurance payable to his wife in 


a lump sum. 
4 


(a) What 
recommend ? 

(b) Outline briefly the approach you would use 

(c) How would you answer an objection that the un- 
certainty of present conditions prevents him from com 
mitting himself to a definite program of expenditure?! 

4. (a) What is meant by programming a man’s 
estate? 

(b) What fundamental knowledge is required on the 
part of the life underwriter in preparing such @ pro- 
gram?! 

(c) Enumerate the points which must be covered in 
an insurance program 

5. Discuss fully the sources from 
list may be obtained 

6. (a) Distinguish between excuses and objections 
offered by the average prospect in the interview 

(b) Enumerate five replies generally used by pros- 
pects in blocking the salesman’s presentation 

(c) Effectively answer these objections in order that 
the interview may continue. 
7 What is your concept of a ‘“‘professional attitude” 
on the part of a life insurance underwriter? 

i a 


specific insurance proposal would you 


which a prospect 


8-9. William Akers and George Long are partners 
owning and operating a small manufacturing plant. 
The present valuation of the partnership, independent 
of good will, is $50,000 Each partner has provided 
for his personal estate, but no protection, through insur- 
ance, has been arranged for the partnership Akers 
is 39 and Long is 42. The management of the business 
is divided between them and the death of either would 


financially handicap the further development of the 
business. 

Insurance is suggested (1) to permit the surviving 
partner to replace managerial skill (2) to make the 


| 





assets of the partnership liquid to meet an emergency 
situation and (3 to permit the surviving partner to 
liquidate the decedent's interest in the partnership 
Outline briefly your sales presentation to meet the 
situation 

10, Discuss briefly the influence of each of the fol- 


lowing factors in the selling process: (a) habits, (b) 
emotions, (c) temperament, (d) personality (e) dress 
and appearance, (if) the logical appeal, (g) argument 
vs. suggestion, (h) tone of voice, (i) desire, (j) the 
use of a letter of introduction 
PART tit 
General Education 
NOTE A special grade on English will be given 


each candidate for this examination It will be based 
upon grammar, spelling, punctuation, paragraphing. and 
other factors essential to the writing of good English, 
an extra hour being allowed for the examination in 
order that proper attention may be paid to all of these 
(a) Economic Problems 

1 The period from 1922 to 1929 has often been 
referred to as a period of “‘profitiess prosperity,”’ in 
view of the fact that there was no pronounced upward 
movement in the level of prices of commodities during 
that interval 

(a) Do you agree with the above statement? 

(b) How may business profits be realized 


Reasons 
without 


rising prices, or possibly even with declining prices?! 
a tos - fully 
2. It has been frequently maintained that in view 


of our changed international financial position since the 
world war our traditional foreign trade policy will have 
to be altered 

(a) What is our changed international financial posi- 


(b) Explain our traditional foreign trade policy 
(c) Do you agree with the above statement? Reasons 


3. In view of the widespread unemployment due to 
the business depression, compulsory unemployment insur- 
ance has been urged to relieve economic distress 

(a) Set forth clearly the arguments which might be 
advanced, both for and against compulsory unemployment 
insurance 

(b) Outline a program which in your opinion would 
help to solve the problem of cyclical unemployment 

4. Risk has been called inevitable in a roundabout 
system of production. 

(a) Explain or define the black face expressions 

(b) Describe three ways in which this risk may be 
minimized 

5 In recent years 
said to have grown by 

(a) How do you account for 
expenditures ? 

(b) Do total public expenditures in 1910 and in 1930 
form a sound basis for comparing growth in govern- 
mental expenditures? Why or why not? 

ic) What test or tests would you apply to justify 
increasing governmental expenditures! 


(b) Government 


governmental expenditures are 
leaps and bounds 


these growing public 


1 (a) List the various circumstances under which 
the proceeds of life insurance are exempt from (1) the 
federal estate tax, (2) state inheritance taxes 

(b) Explain briefly the difference in taxability of 
life insurance under the federal income tax when pro 
ceeds are paid by (1) reason of death and (2) maturity 
of an endowment 


(c) Is a premium tax levied upon a life insurance 








Successful Prospecting Used 
by Little Rock General Agent 








A personal prospecting system which 
results in one sale out of every three 
final calls made, has been developed by 
J. B. Weese, general agent for the 
Lincoln National Life in Little Rock, 
Ark. Mr. Weese’s plan for the produc- 
tion of his personal business has been 
born of necessity, as he is a very busy 
man. He manages his agency of 15 men, 
edits a live and helpful sales bulletin, 
holds effective weekly sales meetings, 
trains new men, and supervises the many 
details incidental to running an office. 
When he goes out to write personal 
business he must make each call count, 
as he does not have time for any loose- 
selling methods. That his system has 
been a success is pointed out by the fact 
that he has many times been a national 
leader for his company in paid-for busi- 
nes—personal production. 


Plan of Canvass 


His plan, briefly outlined, is as fol: 
lows: 

1. Secure a list of policyholders, club 
members, organization workers, etc. 

2, Put each name on a card and ar- 
range in alphabetical order. Fill in with 
as many facts about each as can be ob- 
tained without too much difficulty. 

3. Take this set of cards and make a 
series of preapproach calls. Note results 


| 





on back of card and put in prospect file 
under date to see again, if worthy. 

4. Regard first call as preapproach call 
only. Tell the prospect of your com- 
pany, ask questions, get a line on his 
insurance needs, and get out. 


Get Collection of Real Prospects 


From the facts thus gathered, com- 
paratively rapidly, make a collection of 
real prospects. Outline your proposition 
and also what you are going to say to 
your man. Use judgment in this selec- 
tion and try not to pick men who will 
turn out to be wasters of your time. 

6. Call on prospect or arrange an in- 
terview and present wvour story. 

Ask each man interviewed on sec- 
ond call for the names of two or three 
friends or relatives and one or two facts 
about each. 

By this means of rapid survey of half- 
way prospects and then a prepared sales 
talk to a chosen few, Mr. Weese has 
been able to close one out of three, and 
many times one out of two of the men 
called on the second time. In explain- 
ing this he says, “In my work, I must 
secure a high percentage of the people I 
call on because I have very little time 
for personal production.” Mr. Weese’s 
score in this field is equal to that of his 
best full-time men. 











Repetition of Methods 
Makes for Proficiency 








MASON CITY, IA., June 25.—The 
value of organized selling was discussed 
by H. J. Cummings, vice-president and 
superintendent of agencies for the Min- 
nesota Mutual Life at the June meet- 
ing of the Mason City district associa- 
tion. He detailed experiments with 
memorized presentations, which he said 
had been found productive of excellent 
returns. Organized selling, Mr. Cum- 
mings explained, is application of the 
principle that all persons respond much 
the same to given facts and that if given 
the right facts, the average person in 
proper circumstances will buy insurance. 
“No doctor, lawyer or dentist does well 
in his profession if he tries a different 
way each time,” he said. “It is by con- 
stant repetition of the same method that 
he becomes proficient.” 








company equitable to all classes of policyholders? Ex- 
plain 

2. (a) Illustrate by references to several parts of the 
constitution how its authors tried to prevent the control 
of the national government from falling into the hands 
of one man or a small group of men 

(b) How can you explain the growth in influence of 
the Presidential office? 

3. Explain briefly each of the following 

(a) Presidential elector, 

(b) House caucus 

(ec) House floor leader. 


(d) Our national government is one of delegated 
powers 

(e) Referendum 

(fm) City 


manager-commission plan 
sas 


4. The A. B. C. Life Insurance Company of Chicago 
in the course of its business 


(a) Erects the A, B. C. Life Bullding in Chicago, 


paying for it with funds received in part from all 
sections of the country 
(b) Sells life insurance through a local agent in 


San Francisco 

(c) Prints its stationery at the home office 

(d) Invests in each state a certain proportion of 
premiums received from residents in that state and 
deposits the investment securities in a trust company in 
such state 


(e) Borrows money from the X Trust Company in 
Chicago. 
(f) Malls to a selected list of 100,000 prospects « 


misleading circular promising benefits which could not 
possibly be given at the rates charged 

(g) Offers free life policies of $1,000 for one year 
to certain officials of those railway companies which give 
83 1/3 percent discounts in passenger fares to the Chi- 
cago officers of the A. B. C. Company in going to the 
annual convention in San Francisco 

(h) Applies for permission to sell 
Washington, D. C 

State which of the above activities congress might 
regulate, referring to the power which congress has over 
the subject 

5. Explain whether the following laws would be con- 
stitutional or not and why 

(a) A national act requiring interstate railway com- 
panies to charge rates which would yield them a return 
of not more than 3 percent on the value of their prop- 
erty used in the business 

ib) A state law forbidding stores within the state 
to buy their stocks of goods from producers outside the 


insurance in 


state; also requiring stores to employ only American 
citizens, 
(ce) Seciolegy 
1-2. (a) Emumerate the various factors contributing 


to the present distress among working classes in the 
solution of which insurance might play a prominent part 

(b) Bearing in mind the individualistic philosophy 
underlying the development of American institutions, 
outline the features of an insurance program which 
would be of distinct service to this large group 

(c) What progress has already been achieved towards 
working out such a program in a practical way? 

3. Enumerate and explain briefly the outstanding 
factors which have tended to complicate the sociological 
problems of the United States, particularly in the 
larger cities 

4. Outline for a life insurance company writing both 


ordinary and industrial policies (a) the reasons for 
establishing a health conservation service, (b) the par- 
tieular types of disease towards which its activities 


should be directed, indicating the relative importance of 
these outstanding diseases and the trend in each, and 
(c) the particular methods to be used with each of these 
two classes of policyholders, explaining why such methods 
are suggested to the exclusion others 

5. Contrast the fundamental idea underlying the 
workmen's compensation system with that upon which the 
old employer's liability regime was based. In what 
respects has the workmen's compensation system tended 


to meet the social problem arising from industrial 
accidents? 

. . . 

PART IV 


Commercial and insurance Law 
NOTE. The problems in this examination are based 
upon actual court cases and are designed to test « 
candidate's knowledge of essential principles of com- 
mercial and insurance law Emphasis in grading will 
be placed upon the reasoning 
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Modern Business-Getting Methods 


1 Brown is an agent for the Excelsior Life Insur- } 
ance Company, empowered by contract to solicit appli- | 
cations for life insurance | 

(a) What are the powers of Brown to bind the ,; 
company ? aa | 

(vb) What are the usual restrictions placed upon an 
agent by the insurance company? 

(ec) When is the principal liable for the agents’ (1) 
unauthorized attempt to make contracts on the princi- 
pal’s behalf, (2) tortious acts, (3) criminal acts? 

2. In August, 1923, Murray entered into an agree- 
ment with two other men who had previously formed 
the defendant corporation whereby the insured was to 


devote his entire time to superintending all work and 
to have charge of the employes engaging in the various 
contracts handled by the corporation Each of the three 
men were to receive the same salary per week and in- 
sured was to receive one-third of the company’s profits, 
having obligated himself likewise to take a portion of 
the stock which would eventually amount to one-third 
of the total stock issuance A life insurance policy 
was issued on Murray's life on September 26, 1923, the 
Higgins company being designated as his employer and 
beneficiary, On his death in July, 1926, the insurer 
paid the proceeds to the corporation. The insured’s 
executrix now seeks to recover the amount paid, claim- 
ing that the corporation had no insurable interest in 
insured’s life 

Executrix vs. Higgins company 

Decide, stating reasons 

*“* * 

1928, the husband 
and killed his wife and immediately thereafter com- 
mitted suicide. At the time of her death, the wife 
held a $4,000 life policy with her husband as beneficiary. 
The insurer paid the proceeds to the executor of the 
husband's estate. This action is brought by the adminis- 
trator of the wife's estate to recover from the husband's 
estate the amount of the insurance in view of the 
circumstances of her death. 

Decide, stating reasons. 

4. What are the usual formal statutory requirements 
for a valid will? 

5. Discuss fully the lability assumed by a corporate 
fiduolary in the administration of a fund under a deed 
of trust. 

6. (a) Question whether the ‘‘Morning Journal,”” a 
daily newspaper, has the implied corporate power to 
issue accident insurance policies to its readers. Decide, 
stating reasons, 

Distinguish fully between insolvency and bank- 


8. In December, beneficiary shot 


(b) 
ruptcy. 

7. (a) Distinguish fully between a funded and un- 
funded life insurance trust and outline briefly the ad- 


vantages and disadvantages of each 
(b) Describe briefly the rule against perpetuities and 
its operation in relation to business life insurance trusts 
in accordance with the law of your state. 
wt 2 


8. (a) If a beneficiary is named in a life insurance 
policy without the right to change such beneficiary being 
reserved, may the insured, without the consent of the 
beneficiary, utilize the dividend, loan surrender 
values of the policy? Discuss fully. 

Morris received a notice 


and 


from 





‘b) On April 16, 1931, 
his life insurance company stating that a premium of 
$281.10 would be due May 2. He drew a check on 








Annuities 








May 1 for this amount upon the RST State Bank and 
delivered it to the life insurance company’s agent the 
same day The agent left town on an extended trip, 
taking the check with him It was still in his posses- 
sion when the bank failed May 27 Morris contends 
that his premium has been fully paid even though it 
does not appear likely that the bank will settle for 
more than ten cents on the dollar Decide, stating 
reasons, 

9-10. Explain fully the meaning of the following 
terms and expressions: (a) Negotiability, (b) Contin- 
gent beneficiary, (c) Tort and crime, (d) Gratuitous 
bailment, (e) Revocable trust, (f) Warranties and repre- 
sentations, (g) Suretyship, (h) Seal, (i) Limited part- 
nership, (j) Incontestability. 

* . 
PART V 


° Finance 


1 You are asked by someone unfamilar with corpora- 


tion finance, to explain the 


relation of (a) a common 
stockholder, and (c) a bondho 
issuing these three types of se 


stockholder, 


(b) 
Ider, to the 


curities. 


How would you explain this difference? 


2. The A. B. C. 
shares of common stock of 
There are six directors of the 
under a system of cumulative 


Corporation 
which 


200 
She 
wo 


you own 
corporation 
voting you 


assured representation on the board of directors. 


3. (a) 
business 
(b) 


corporation. 


Distinguish between the 


sources of surph 


difference between the legal 
a preferred 
corporation 


has outstanding 1,000 


shares 
ow how 
uld be 


Describe four distinct sources of surplus of a 


us of a 


business corporation and of a life insurance company. 
i 


1 During the past year bus 
unusually frequent. 
(a) To what basic causes ¢ 
depression do you attribute such 
(b) Under what circumstance 
a reorganization of an 
gotten into financial difficulty? 
(ce) State clearly the objec 


industrial 


iness 


ther than 
failures? 
s would you rec¢ 
corporation wh 
of 


tives reorgan 


failures have been 


the business 


ommend 
ich has 


ization, 


and show how these objectives may be accomplished. 
5. It has been said that liquidity is one of the pri- 


mary requisites of a commercial 

(a) What do you understan 
question ? 

(b) 
for its 

(e) 

(d) Show 
liquidity of a 

6. 
percent of deposit liabilities 
reserve notes of federal reserve 
this large reserve, member 
panded very materially. 

(a) What do you understand 
ratio’’? 

(b) Show 
expanded on 
serve banks. 

(ec) How 
expansion ? 

(dq) What 
expansion ! 


portfolio? 
how life 


commercial bank 


how 


of 


carefuly 
the basis 


may federal 


would be the eff 
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bank credit 


reserve 


bank portfolio, 


d by liquidity 


may contribute 
portfolio, 


outstanding 
On 
could 


and 
banks. 


by the ‘“‘federal 


banks 


ect of too rapid 


Insurance 





in this 


How may a commercial bank attain such liquidity 


How may this liquidity be impaired or destroyed? 
insurance 


to the 


The federal reserve ratio at present is over eighty 


federal 


the basis of 


be ex- 


reserve 


member bank credit may be 
the reserves of Federal 


re- 


stimulate credit 


credit 





7. (a) Distinguish between commercial credit and 


investment credit. 
(b) What practical 
distinction ? 


significance do you attach to this 


. . *. 

a number of American corporations sold 
stocks, using the proceeds from the sales to 
bonded indebtedness. view of the fact 
that some of these companies have since then either 
reduced or suspended their cash dividends on their 
common stocks, do you think their policy of debt retire- 
ment was sound? Answer fully from the viewpoints of 
the various parties affected by this policy. 

9. It has been said that one of the cardinal prin- 
ciples of an investment program is diversification with 
a view to minimizing risks. 
Define or explain the meaning of the black face 


192! 





8. In 
common 


retire their In 


the above principles, for an unmarried man, 45 years 
old, having a net annual income of six thousand dollars, 
and ten thousand dollars in cash. 

10. It has been maintained that the common stocks 
of many of our well-managed corporations partake of the 
nature of investments Do you agree with this conten- 
tion? Apply as tests the principles of invest- 
ments 


sound 


Period of Opportunity 


Caleb Baldwin, Seattle general agent 
of the Connecticut Mutual Life, is a 
great believer in organized sales presen- 
tation. His agency has made a splendid 
increase this year which he attributes to 
organized selling. Mr. Baldwin also has 
his agents thoroughly sold on the idea 
that this period of depression is an op- 
portunity for life underwriters, as life 
insurance is an essential in times of 
stress, whereas in times of normalcy 
people spend their savings on luxuries 
and non-essentials. 


Burial Association Under Law 


HARTFORD, June 25.—Under the 
terms of a new law operative July 1, 
persons or firms issuing burial contracts 
or certificates in this state will acquire 
the status of insurance companies, and 
become subject to the supervision of the 
insurance department. 





Has Ten Questions 
That Can Be Used 
As Opening Wedge 











Ten questions found to be a success- 
ful opening wedge in getting a hearing 
for income insurance or retirement an- 
nuity, used by O. P. Sturm of Tulsa, 
Okla., one of the big producers of the 
George E. Lackey agency of the Mas- 
sachusetts Mutual, are: 

Do you own the first securities you 
ever bought? 4 

Do you still have the first savings ac- 


count money: 

Do you still have your first life insur- 
ance policy? 

In what form do you make your pres- 
ent regular monthly savings? 

Is the interest rate guaranteed? 

Has there been any loss in that form 
of savings in recent years? 

What do you consider the safest pos- 
sible savings investment now? 

Did you ever buy any U. S. Liberty 
bonds? 

Do you still own them? 

Did you get par when you sold them? 

If I show you a plan of savings with 
absolute safety of principal, one that 
yields as good interest returns as you 
can get from bank savings or govern- 
ment bonds, and in addition, give your 
wife life insurance protection, would 
you be interested? 





A semiannual dividend of 6 percent 
and an extra dividend of 3 percent has 
been declared by the Pan-American Life. 








Let the Company Pay 
All Accident Expenses 


The actual cost of nursing, hospital 
care, medical and surgical attention 
nowadays easily runs to overwhelming 
figures in case of injury. 


Our new 


reimbursement contracts 


pay all such expenses actually incurred 
up to a satisfactory limit, besides the 
usual benefits for loss of time and loss 


of life, limbs, sight, 


etc. 


For rates, etc., inquire of our local 


office or write to 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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Be Opportunity for Individual Producers in the 


oe PAN-AMERICAN FIELD OFFICES 








IN THE Selling helps and facilities for additional training THE 1931 
PAN-AMERICAN pias te or a _— PAN-AMERICAN 
encies and managers’ offices in these 
Fe. ap North Central and Atlantic states, make individual CONVENTION 
; agency contracts with this company attractive be- 
——— yond the liberal commissions they provide. 
MODERN POLICIES ° 
Pan-American general agents and managers are 
Including qualified to train inexperienced men as well as as- 
The Family Protection Contract sist in the selling problems of more seasoned pro- 
Life Expectancy Insurance ducers. This is one reason why the Pan-American 
The Original "'5-Point Victory" has succeeded ‘in developing managerial material 
— from the ranks of its individual representatives. In- See Vee Pare 
GROUP dividual members of its field organization are given Representatives. of the 
Wholesale every opportunity to qualify as managers. Pan-American in its do- 


mestic territory will 


Salary Deduction Life agents seeking company connections are invit- Lt A € 
° ° ° eave early in uly or 
Insurance ed to communicate with one of the Pan-American the Company's agency 
—o— field offices or with convention in Toronto, 
Canada, July 9-10-11. 
Substandard TED M. SIMMONS With headquarters in 
—o— the beautiful Royal York 


Hotel, the convention 
will be typical of those 
held for leading produc- 
ers of the Pan-American. 


Home Office Helps Manager United States Agencies 


— = 
Prospect Systems 


PAN-AMERICAN ‘LIFE INSURANCE CO. 


CRAWFORD H. ELLIS we ' E. G. SIMMONS 


Procidnad Vice-Pres. and General Manager 
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A Few Policy 


Contracts 
Endowment at Age Sixty-Five. 
20 payment 
Centinuous Premiums 
Multiple Option (Coupon Pol- 
icy). 
Central Life Select Risk Or- 
dinary Life 
Modified Ordinary Life. 
Modified Term Expectancy. 
Centinuous Monthly Installment. 
Guaranteed Retirement Income 
at ages 55-60-65. 
Juvenile Twenty Pay Endow- 
ment at Age Eighty-five. 
Juvenile Endowments maturing 
at any specified ages between 
sixteen and twenty-one. 

Five Year Term With Automatic 
Conversion to Ordinary Life. 
All regular Policy forms written 
in addition to above special 

policies. 


Location 

The Home Office of the Central 
Life is located in the Central Life 
Building at 720 North Michigan 
Avenue, Chicago, occupying five 
floors of a sixteen story building 
owned without incumbrance by 
the Company. 


Our Central location enables us 
to serve promptly all territories. 


Affiliations 

OUR PROGRESSIVENESS is 
manifested through our active 
participation with co-operative 
groups interested in the modern 
trend of Life Insurance. The 
Company or its officers are mem- 
bers of the following: 
Life Presidents’ Association 
Life Insurance Sales Research 

Bureau 
Life Agency Officers Association 
American Life Convention 

a. Medical Section 

b. Legal Section 

c. Office Management Section 
American Institute of Actuaries 
Actuarial Society of America 
Associatien of Life Underwriters 
Life Office Methods Association 
Life Office Management 

Association 


Clubs and Contests 


The One Hundred Thousand 
Dollar Club—the Aristocracy of 
the Central Life. 


The Marathon Club—The App- 
a-Week Producers of the Com- 
pany. The Company believes in 
eccasional Contests so arranged 
that large and small producers 
alike can win. 








CENTRAL LIFE 
INSURANCE 
COMPANY 
OF ILLINOIS 


CHICAGO 


o o& © 


ALFRED MacARTHUR President 


R. E. IRISH : Vice President 


HE Central Life Insurance Company 

is agency-minded. Aggressive field 
trained executives with years of actual 
experience behind them direct this 
twenty -two- year-old organization. 


The remarkable strides in growth taken 
by this Old Line Legal Reserve Company 
are attributed largely to the harmony 
existing between the Home Office and 
the field. 


oOo 8 © 








Underwriting 
Facilities 
Participating Life Insurance. 
Non-Participating Life Insur- 
ance. 
Annuities—immediate 
ferred. 
All Non-Participating policies 
participate when paid up. 
A broad selection of policy con- 
tracts. 
Policy contracts free from restric- 
tions. 
Policy contracts free from tech- 
nicalities. 
Cash value available at the end of 
second year. 
Automatic premium loan privi- 
lege keeps business in force. 
Juvenile policies. 
Issued from birth. 
Full benefits at age five. 
Settlement options unbeatable. 
Age limits one day to sixty-five. 
Non-Medical business up to three 
thousand dollars. 
Excess interest paid on funds left 
with the company. 


and de- 


Agency Contract 


Liberal First Year Commissions. 

Non-forfeitable renewals. 

All contracts direct with com- 
pany. 

Home Office Agency. 

Service Department. 


You Can Meet Com- 
petition With These 
Strong Contracts 


Special Select Risk, 

Ordinary Life Non-Participating 
Rate Age 35—19.71 

Modified Term Expectancy 
Rate Age 35—14.03 

A special 31 year term policy 

with cash, loan, paid-up and ex- 

tended insurance values, conver- 

sion privilege without examina- 

tion within 26 years. 


Educational 
Department 


A thorough training course for 
the new man. 

Group meetings held at intervals 
at the various Agencies. 

Definite training for Agency 
Managers. 

















